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pony children’s shoes are being bought by brand name to the greatest extent in retailing history. Department 


are prominent among the smart retailers capitalizing on the brand preference already existing for 
Tots... a brand preference which is being further enhanced through consistent advertising in leading 
publications. We invite your inquiries. 
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Division of International Shoe Company 


* $T. LOUIS, MO. 























Only calfskin of the finest quality and 
tannage is competent to express the in- 
dividuality, and sustain the reputation 


of a famous shoe. 


Realizing this fundamental fact, Amer- 


ica’s outstanding Men’s Shoemakers have 


(NDRITE 
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chosen Tandrite Calf. This sturdy, pliable 
leather combines all the virtues indis. 
pensable to pre-eminence... Color, 
Finish, Staunchness, Flexibility.,, 


assuring men the three prime advan- 





tages they seek in a shoe...rich dignity, 


true comfort and extraordinary stamina, 
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44—Army Russet Calf Loop Tie... 
8, to 12 AA, A, B, C, D, & E 
124%, to 3 AA, A, B,C,D,&E 
M34— 31, 10 5 AA, A, B,C,D,6E 
PA. 
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pS significance of quality is very much on the minds of shoe 
merchants; also their resale agents who are fitting shoes pair by pair 
at the fitting stools. We point with due pride to the standards of 


quality we set at the inception of this business back in 1926, and 
which were to make of the brand Kali-sten-iks a symbol of con- 
fidence on the part of consumers, and an assurance to leading shoe 
stores and shoe departments that they could offer their customers 
more for their money. And, today, the best available materials are 
being carefully selected to maintain the high character of our brand. 
Style, too, gives merchandising force to special features. Kali-sten-iks 
Shoes Help Keep Good Feet Healthy, and serve our fine list of loyal 


customers as a Capital Asset. 


HEGILBERT SHOE CO. YW THIENSVILLE, WISCONSIN 
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EVERY merchant serving the man public with JOHNSONIAN Shoes is ap- 
preciative of the coordination of our factory efficiency, extending all the 
way from the right last to the completed shoe. 

There never was a time when fitting was more important and the retailer 
must maintain his reputation for fitting service if JOHNSONIAN Shoes are 
to give the most PERFORMANCE VALUE for the money. We as manufac- 
turers, and you as retailers, must realize that we stand or fall together, as 
we serve. 


Pp. v. 


Pp. Vv. 


. Best 


A concentrated line, trimmed to 
essentials. 


. Smartest Shoes on the Square— 


continuing classic styles for men. 


selections of available 
leathers and materials. 


JOHNSONIANS are scientifically 
assembled to appeal to the 
greater number of American men 
in all walks of life ... the most 
for their shoe dollar. 


Pp. ¥- 


p- V. 


America's great Square Deal or- 
ganization, with its great, busy 
manufacturing and marketing 
facilities — build JOHNSONIANS 
with faithful regard to the econ- 
omy of production. 


Every pair bears the name 
JOHNSONIAN and is tied up in 
national cooperative advertising 
through window and trade name 
publicity . .. a teamwork by 
thousands of merchants—to make 
the name famous. 


hidtniitte, : 


SMARTEST SHOES OM THE SQUARE 









“Life is Service. The om 
who progresses is the om 
who gives bis fellow being: 
a little more—a little bea- 
ter—SERVICE.” 
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JOHNSONIAN DIVISIO 


ENDICOTT-JOHNSON 


NEW YORK CITY © ENDICOTT, N.Y. * ST. LOUIS, MO 
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This school holds that the word COMFORT 


should be played down in shoe selling; that 
the subject of foot ease should be broached 
only to elderly people. Again, that COMFORT 


— is proper only as applied to arch shoes. 


Smartly dressed women, says this group, are 
only remotely concerned with shoe comfort; it 
is taken for granted that the shoes a sensible 
person selects will provide as much ease as any- 
one has a right to expect in footwear. 


Just remember, if you get in that frame of 
OF | thought, how tremendous has been the sale for 

several years of soft constructed casuals, open 
sandals, moccasins, low heels, and other types 
which were bought by young and older women 
primarily because these were so e-a-s-y on the 
feet! 
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RE ARE TWO 
SCHOOLS OF THOUGHT 


about COMFORT, 












G. LEVOR & CO., 








For the first time 
in many years, millions of American women are 
doing most, if not all, of their housework. And 
they’re complaining . . . about their heavy duties and 
about tired feet! Even the fortunate few who have 
domestic help still do a lot of mileage on shopping 


We belong to this class of realists. 


errands and bundle trundling. 


The average woman now does almost double her 
former daily footwork. It’s a sure bet she is inter- 
ested, as never before, in shoe COMFORT. 


Just tell her, when she comes in, that you have the 
smartest shoes made up in the most comfortable 
leather a woman could get... and fashionable, 
tailored-looking leather, too! 


That is SUNITA . . . Levor’s best selections of fine 
kidskin, specially boarded and finished to swanky 
good look, and with the swift appeal of kindness to 
the foot. 





Gloversville, N, \ . 


INC., 
Tanners 67 Years 
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BETTER THINGS FOR BETTER LIVING ...THROUGH CHEMISTRY 
4 





Boot and Shoe Recorder Jay 15, 








PVULCCAR @A£9 OER 





HERE ‘‘TIZ’’ MR. RETAILER: — 


All users of shoe trees have been waiting for this 
one—Has micromatic length adjustment: one turn 
of the backpart equals !/, shoe size—adjustable in 
the shoe. 


Direct from manufacturer to you—with a good 
mark-up. 


Comes in a range of sizes and widths—every de- 
tail worked out to give your customers satisfaction 
and save your clerks time. 


Manufactured by the leading Stylecrafters of 
Shoe Lasts, at our Brockton, Mass., plant. 





VULCAN CORPORATION  portsmoutn, on1o 
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Feet vary so that even the measurements of length and 
width are only a guide to last selection ... the skills 
over the fitting stool determine the properly proportioned 
shoe. 


The final sale after careful study of the foot’s need 
was on No. 2236, Size 8AA ball—AAAAAA heel, and she 
walks with no semblance of a slipping heel. 


As women walk 
more, the minor 
adjustments needed 
for proper founda- 
tion can be made 
by skilled shoe 
men who know feet 
difficulties and cor- 
rections. 


“OUR POST-WAR FITTER 
WILL COME OUT OF 


THE ARMY” dor P : 


"| have found that a man who has known physi 
cal pain is extremely careful in fitting hard-to 
fit feet. It is my belief that no occupation offer 
more for the sincere worker than service at the 
fitting stool. In fact, it is my hope and desire to 
be able to make a place on my fitting staff for 
men who have minor physical disabilities as 
result of this war; for that is a form of rehabil- 
tation to which we have to give thought." 


Harry Rudich plays an important part in the 
field of corrective shoes, in midtown New York. 
His Arch Fame Store at 16 West 37th Street, 
close to Fifth Avenue, renders service complete 
—even to the extent of a resident chiropodist. 


He loves his work and has been very successful 
at it. He considers his best investment to have 
been the first order he placed with the W. B. 
Coon Company twelve years ago, from the 
same desk, in the same location. He plans to 
move to a new store at 6 West 37th Street, me 
joring in W. B. Coon Shoes. As he puts it 
"Wars don't last forever. It is my ambition to 
give greater service to my customers regare 
less." 





You can’t fit feet in a hurry —and the 
ration coupon stampede taught us all a 


lesson... Plan, prepare and explain to 
. customers that in the many weeks prior 
> to October 31st, it is to their foot advan- 
, tage to consult W. B. COON shoe fitters - 
when new shoes are needed—and not to 3 e 
evaluate the coupon more than the careful a 
service of fitting. if #17 served well, #18 > 
we will naturally go to the place where values Lae 
¥? and satisfaction were given. eo 
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64 ANY merchant can build a more lasting SS peng on new 4 


following for his business by affiliating izing only those materials not essential to our 


with the W. B. COON COMPANY on the basis of an military forces. 

‘owner-operated’ store. The basic reason for that as- eed hana teie Ce SRS 
surance of success is that the W. B. COON lasts are so B—OUTFLARES: A related series of 
developed that they will fit more feet and take ortho- hens po gge By wah the 
pedic adjustment better than any others.” TRI-BALANCE insole as well os in the 


conventional welt construction.) 


So says Harry Rudich, in his Arch Fame store. He a | 
carries every one of the lasts of the line but works with ‘ 
four as mainstays: Last #384, Last #368, Last #408 and 
an over-size bunion last. The unusual proportions of 
these lasts are the results of years of cooperative test- 
ing by factory and merchants, to arrive at the proper 
shapes, contours and heel heights for hard-to-fit-feet. 
This is a field increasingly needful; but in view of the fact 
that demand exceeds supply, most W. B. COON deal- 
ers select and reserve for customers of record the sizes 
and widths imperatively needed by them. 


W. B. COON Shoes are of the type so necessary to 
rican women who must walk and work in the shoes 
especially created for troubled feet, that merchants 
ify them as Most Essential. 
Keeper of the records—every size known— 


every correction noted—He also serves at 
the fitting stool with concentrated attention. 


a 
; 
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Annual Report to MANUFACTURERS 
from ALLIED STORES CORPORATION 
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112) 22,354 8.29, 
1 93,243 425 8.6% 





PROFITS 


Profit Before Provision 

Federal Taxes or Consolidated 
on Income Federal Taxes Net Profit 

$14,181,428 $8,500,000 $5,681,428 
9,494,258 4,200,000 5,294,258 
5,353,129 1,355,000 3,998,129 
4,155,585 720,000 3,435,585 
2,758,720 525,000 2,233,720 











PROFIT PER SHARE 


NET ASSETS 


Profit per N. 
Share of Profit . om 


Preferred per Share of 
Stock Common Stock $39,613.586 
$24.47 $2.50 
22.30 2.27 
17.57 1.57 
15.01 1.26 
9.63 59 


30,565,413 
28,695,527 
27,317,699 


27,845,922 











CLOSE WORKING RELATIONSHIPS 
WITH OUTSTANDING MANUFACTURERS 


“It is to our close working relationships with the outstanding 
manufacturers of consumer goods in this country that we look 
with the greatest amount of confidence in appraising our possi- 
bilities in regard to the probable supply of merchandise for 
our customers for the coming months. Many of the stores 
owned by this Company have worked closely with these 
resources for many decades — through good times and bad. 
During the past decade a company-wide policy of the closest 
possible working relationships with one or more of the out- 
standing manufacturers in each respective line of merchandise 
has been followed. This policy has proved to be mutually 


beneficial for the manufacturer and the Company alike.” 


APPRECIATION OF PART 
PLAYED BY MANUFACTURERS 


“As merchandise has become more and more difficult to obtain 
over the past few months the relationships between the Com- 
pany and those from whom it purchases its merchandise have 
been tested. They have stood the test. Mutual cooperation over 
the past several years between the Company and those from 
whom it purchases was responsible in no small degree for the 
satisfactory sales and profit record of the Company for 1942. 
The Company wishes to express recognition at this time of its 
appreciation of the part they contributed to this showing. The 
continuance of these close working relationships and coopera- 
tive attitudes will continue to be fostered by the Company, as 
it believes they offer. the best solution to the many mutual 
problems of the present and of the future.” 





Excerpts fronithe Annual Report — by B. Earl Puckett, President 


ALLIED STORES CORPORATION 


The Country’s Largest Department Store Company 
1440 BROADWAY, NEW YORK CITY 
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Evans Leathers have wear-ability and war-ability, too. In 
the Service . . . in aviation caps, gloves and garments. 
On the home front .. . in styleful, dependable shoes 


for a ration-minded public where quality is essential. 


JOHN R. EVANS « COMPANY . CAMDEN, NEW JERSEY 


COPYRIGHT 1943 


day 15, 1943 
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FOOTWEAR OF 
SYNTHETIC RUBBER 


Lately, we have all heard a lot 
about synthetic rubber. But syn- 
thetic rubbers are not new to the 
rubber footwear field. The photo- 
graph shows one of the experi- 
mental rubbers mentioned in the 
copy below. This work rubber is 
ma from Buna-S .. . the syn- 
thetic rubber that is most similar 
to natural rubber. 


Yes, BALL-BAND i: Ready 


When synthetic rubber is made available for general use in rubber footwear, BALL- 
BAND is ready for it. BALL-BAND chemists and production experts have experi- 
mented for years with synthetic rubbers and many types of plastics. During these 
years of experiment, thousands of pairs of footwear in various styles have been made 
and tested in actual service. BALL-BAND is ready! 


TRADE-MARK REGISTERED 
U. S. PAT. OFF. 1901 


This does not mean that added styles of footwear, or more pairs of rubber footwear, 
are available now. It does, however, assure BALL-BAND Wearers . . . and BALL- 
BAND Merchants . . . that we are thinking of the future . . . preparing to protect 
your interests to the best of our ability. Tomorrow, just as in the past, BALL-BAND 


Rubber Footwear must live up to the motte: 
“Good enough will not do, BALL-BAND must be the best.” 


MISHAWAKA- RUBBER AND WOOLEN MFG. CO.-MISHAWAKA, INDIANA 


duly 15, 1943 








The right lubricants, the means for pro 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
CLEAR CONES AND COCD tenance may v. but the adequate equi 
LUBRICANTS WILL RESULT IN: , recog os 

ping of an individual concerned with 
© Dutased wots and tevalangp machine care, whether he be operator or 
®@ More continuous production , c . : 

full time maintenance man, is as essential 


@ Reduced power consumption , 
© Smooth running machines today as bullets or field ratiens are toa 


@ More and better work soldier. 


Oil IS AMMUNITION — USE IT WISELY — BUT USE IT! 


BAG | TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 
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aradise Tangos! 


Have Worn P 
ow and love Paradise 


merican women kn 
Tango Pumps! They admire the simple, 


classic beauty! They enjoy the snug, comfortable 


fit—without gaping or instep- pinch! They ap- 
preciate the superlative shoe-making that gives 
their money when they buy 


them so much for 
Paradise Tango Pumps! 


No wonder that, through the years shoe mer- 


chants have found the Paradise Tango franchise 


one of their most valuable assets! 


. ROS SHOE co eM r P h) ara g 
Be 
ey; St. Louis akers of Paradi 
| dise Shoes and Paradise Tango P 
| ango Pumps 




















FOREGROUND... 
FOR ADVERTISING RESULTS 


Che big, wartime Boot and Shoe Recorder is full 


of features that are “must” reading for the entire 
shoe industry . . . for example, the thought-and- 
action guiding editorials the authentic Wash- 
ington shoe trade news the many columns of 
war merchandising counsel . the stimulating 
shoe trend news and pictures . the post-war 
planning articles . . . the general shoe industry 
news. They assure real reader interest, and set the 


stage for effective long run presentation of your 


product, name and service. 
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Your advertising can build, sell, and serve yourself, 
the retailer, the industry and the war economy, in 
the pages of the great wartime Boot and Shoe 
Recorder—the “NATIONAL VOICE OF THE 
TRADE.” 

A bigger audience, representing all the industry, 
turns with increasing interest twice monthly to the 
columns of the enlarged, war-conditioned Recorder, 
for ideas, news interpretation, and merchandising 
guidance—where your messages will be as eagerly 
fead, and acted upon. 

|) The shoe industry is essential; and it is active... 
ing, selling, seeking, planning. It goes to market 

~ in the Recorder, and does business mostly with the 
a, bducts and services it meets there. Your “build- 
Mil-contribute” advertising will get results because 
fits foreground of editorial confidence and service. 


‘These results will show now, and continue through- 


the pre-post-war period—and beyond. 


Kecorder | 
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FITZ BROS. CO., Auburn, Maine 
UNITED LAST CO., Brockton, Mass. 
T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO.., St. Louis, Mo. 


Ans YOU aware of all that has taken place 
before a pair of shoes reaches your stock? 


1. Your employer has invested in merchandise 
and equipment. 

2. Your buyer has exercised his knowledge 
and experience in selection of adequate 
styles and sizes. 

3. Advertisements have been written and dis- 
plays set up to dramatize the desirable fea- 
tures in the footwear you are to sell. 

4. Style experts and manufacturers have done 
their best to produce shoes of quality with 
eye appeal. 


You are the last link in the chain. You can 
send customers away happy to have received 
fine service and eager to return — or you can 
ruin all this preparation by sending them out 
with a poor fit. 

Today your duties are especially important 
in selling shoes correctly because many of the 
feet you fit belong to people engaged in the 
War Effort. 

We in the United Last Company are proud of 
the lasts we deliver to insure shoes being made 
in sizes to Fit the Feet. All our efforts are 
dedicated to this end, for both the Armed 
Forces and Civilians. 


STEWART & POTTER CO., Brooklyn, N.Y. KRENTLER BROS. CO., Milwaukee, Wis. 
EMPIRE LAST WORKS, Rochester, N. Y. UNITED LAST CO., LTD., Montreal, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Protection that is comfortable ! 


Sturdiness that is smart! 


Ruggedness that wears! § 


‘Opry y 


Good windows collect coupons... 


Colorful, inviting, dramatic windows are the most effective, most economical, 

easiest way to pull customers with ration coupons into your store. Hundreds of 

Fortune retailers find this true because each season Fortune makes available a series 

of striking window panels and displays that add showmanship to any window. 
The background panel shown above, for instance, is only one of the new display units 
for the Fall season—designed especially to tie in your windows with Fortune's 
national advertising in Collier's and Life. There's a complete program of 

window displays and advertising ready to go to work for every Fortune 

dealer next Fall—at an extremely low price you can 


easily afford. See your Fortune representative for 


details, or write to us today. 

TO RETAIL AT FORTUNE 
s5 10s 550 
SOME STYLES HIGHER Ly , ‘ jlleu 


RICHLAND SHOE COMPANY wasnvitte, renn. 


A DIVISION OF GENERAL SHOE CORPORATION 
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Ist with the WAVES 
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THE OHIO LEATHER COMPANY 
PROUDLY PRESENTS 
KILTIE CALF FEATURED BY 
MARSHALL, MEADOWS & STEWART 


Ist with the SPARS 
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CLASSICS 


Tne Ohio leather Company ‘ Gard, tio received the 


First Contract Award On Leather Used For WAACs...WAVES... SPARS 


HER 











ANOTHER 


CERBERICH G4ci/ BOY SCOUT Shoes 


SCOUT SHOE 


SELLING SEASON 





Sill. your gredleit asset 








Current conditions in boys’ shoe selling 
prove the year-in and year-out advisabil- 
ity of a strong promotion like Gerberich 
Official Boy Scout Shoes. The steadily 
increasing sales of these shoes have been 
almost in direct proportion to rising Boy 
Scout enrollment in normal and boom 
times. Today the entire production is re- 
served for established dealers who are 
getting their allotments of Gerberich’s 


IERBERICH-PAYNE SHOE COMPANY . mount soy, 


« Office. Marbridge Building, Room 405 


Official Boy Scout Shoes as fast as it is 
humanly possible to produce and deliver 
them. 

To the many merchants who now see 
the advantages of selling them, may we 
point out that here is a promotion which 
will continue to live and grow with scout- 
ing; a “natural” for them to sell when 
normal conditions make franchises avail- 
able again. 
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The VIKING 


FLORS ; 


THE SOUNDEST SOLUTION TO RATIONED QUALIT) 





In this time of scarcity, when it is vitally important to 
save leather, more consumers than ever before recognize 
Florsheim Quality as their best guide to rationed shoe buy- 
ing—it’s the one way they know to make their shoes last 


longer— for Quantity is rationed, not Florsheim (Quality. 


TO RETAIL AT 


Klorshein 
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THE FLORSHEIM SHOE COMPANY - CHICAGO - MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Ration-Free Sale of Odd-Lots 
owed for Two-Week Period 


OPA Announces Permission to Get Rid 
of Small Percentages of Four Classes 


of Shoes .. . Sale May Begin July 19 


and Must End Not Later Than July 31 


A LIMITED quantity of obsolete 
and odd-lot shoes may be sold to 
consumers ration-free during the 
two-week period July 19 through 
July 31. In announcing the amend- 
ment to the shoe ration order which 
makes these ration-free sales pos- 
sible, the Office of Price Adminis- 
tration stated that the shoes will 
represent a fixed percentage of re- 
tailers’ stocks which must be sold 
at specified mark-downs. 

All dealers will be required to use 
the words “OPA Odd-Lot Release” 
in any notice or advertisement fea- 
turing ration-free sales of these 
shoes. 

OPA explained that this action is 
not intended to release any consid- 
erable amount of stocks that are 
slow-moving but otherwise salable 
against ration currency. Rather, the 
new provisions and accompanying 
off-price requirements are designed 
to help dealers dispose of the bro- 
ken sizes, odds and ends, and other 
problem types that normally accu- 
mulate. 

The amendment also sets up a 
separate procedure which will allow 
mail-order houses, wholesalers, and 
manufacturers to move the same 
percentages of their shoe stocks 
ration-free. There is no time limit 
on such odd-lot sales made by these 
members of the trade; they may be 
made at any time after July 19. 
However, these sales must be at 
mark-downs specified by OPA, and 
in addition the shoes must be 
marked with the official OPA sticker 


that permits ration-free transfer. 


duly 15, 1943 


All types of dealers will be en- 
titled to the same ration-free per- 
centage of stock under this odd-lot 
release, and each dealer may deter- 
mine for himself which shoes he 
wants to include in his non-rationed 
allowance. 

However, dealers will not be en- 
titled to get ration currency to re- 
place any shoes sold ration-free un- 
der the new provisions. 


Details of Amendment 


1. Ration-free percentages are 
fixed for each class of stock, and 
no dealer may exceed his allowance 
in any one class. The number of 
pairs of shoes which any establish- 
ment (retailer, mail-order house, 
wholesaler, or manufacturer) may 
transfer as non-rationed under the 
new provisions is limited to the fol- 
lowing percentages within each class 
of stock reported in the establish- 
ment’s inventory of April 10, 1943: 


Class I 


Men’s dress shoes, men’s work 
shoes, youths’ and boys’ shoes 1% 


Class Il 
Women’s shoes ..__..... eee 
Class Ul 
Misses’, children’s and irfants’ 
SD PC a. Saebit le cae biciee 2% 
Class IV 
All other rationed footwear... 2% 


In calculating the allowable num- 
her, all shoes in the April 10 inven- 
tory are grouped into four classes 
from which the establishment must 
deduct the number of pairs in each 





class which it had on hand on July 
7 of types which were released from 
rationing July 7 by Amendment No. 
25 (baseball, track, and football 
shoes, men’s and women’s knee- 
height riding boots, and gold and 
silver evening slippers of real or 
imitation leather). 

2. Retail dealers eligible to 
make ration-free sales of their 
odd-lot shoes from July 19 
through July 31 are establish- 
ments (other than those whose 
sales are principally by mail or- 
der) whose shoe sales to consum- 
ers exceeded other transfers of 
ra‘ioned footwear during the pe- 
riod February 7 through April 
10, 1943. This limits the two 
weeks’ free selling period to over- 
the-counter dealers whose busi- 
ness is principally at retail. 

Such retailers need not select in 
advance the shoes they intend to 
sell from stock as part of this ration- 
free allowance. In any one class, 
however, they may sell only within 
the fixed percentage. 

The sale price of these shoes 
to the consumer may not be more 
than a 10 per cent mark-up from 
the price paid by the dealer. 
However, if that price cannot be 
de‘ermined or if the shoes were 
made by the owner of the estab- 
lishment, the selling price must 
be at least 25 per cent below his 
regular selling price for the 
shoes on July 1, 1943. 

After each sale, the retail dealer 
must stamp or write “Odd Lot” on 
one shoe of each pair, using ink, 
indelible stamp, or indelible pencil. 
Any shoes marked “Odd Lot” that 
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are returned unused are automati- 
cally identified as shoes for which 
the customer is not entitled to a re- 
turn of ration currency if the sale 
was made during the July 19-31 pe- 
riod. After July 31, the shoes must 
return to the rationed list. 

3. Mail-order dealers, wholesalers, 
and manufacturers must apply to 
an OPA District Office for permis- 
sion to mark the allowable percent- 
age of their odd-lot shoes non- 
rationed. This means that they must 
select in advance the shoes they in- 
tend to sell on this ration-free allow- 
ance. Applications need not be filed 
on any prescribed form, but they 
must be made in writing and must 
supply the District Office with the 
information needed to establish eli- 
gibility, including: 

a. A copy of the establishment’s 
inventory Form R-1701 as of 
April 10; 

b. A statement, by classes, of 
the number of pairs of shoes on 
hand on July 7 of types released 
from rationing under Amend- 
ment No. 25 (effective July 7); 
and, 


c. A statement of the number 
of pairs of shoes in each class 
which the establishment wishes to 
transfer as non-rationed under the 
odd-lot release. 


Mail Order Ruling 


For mail-order and trade transac- 
tions, the odd-lot shoes segregated 
from stock must be marked with 
official OPA stickers issued by the 
OPA District Office. These stickers, 
OPA Form R-1711, are the same ones 
that are used for marking fire-dam- 
aged shoes non-rationed. Either the 
District Office or the applicant must 
write on each sticker the class num- 
ber of the shoes to be released, and 
the letters “O.L.” as well as the code 
number assigned by the District 
Office. A sticker with the proper 
class number must be attached to 
one shoe of each pair before the 
shoes are transferred as non- 
rationed. 

These shoes marked with the offi- 
cial sticker are permanently re- 
leased from rationing, in all trans- 
actions, beginning July 19, 1943. 
For example, a retailer may acquire 
and sell these shoes to his customers 
ration-free at any time, although the 
shoes from his own percentage-of- 
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stock allowance can be sold ration- 
free only during the two weeks’ pe- 
riod in July. 


Wholesalers to Sell at Cost 


The price charged by mail-order 
houses, wholesalers, and manufac- 
turers obtaining permission to mark 
the shoes with odd-lot stickers is 
limited. It may not exceed the price 
paid for the shoes by the owner of 
the establishment. If that price can- 
not be determined, however, or if 
the shoes were made by the owner 
of the establishment, the selling 
price must be at least 25 per cent 
below his regular selling price on 
July 1, 1943, to a buyer in the same 
classification. If such shoes are 
transferred directly or indirectly to 
another establishment owned by the 
same person, the price charged by 
the dealer acquiring the shoes can- 
not exceed a 10 per cent mark-up on 
the price permitted the dealer who 
marked the shoes non-rationed. 

4. All classes of dealers selling 
odd-lot shoes which they mark as 
non-rationed under the new provi- 
sions are required to keep records 
of each transaction. This record, to 
be maintained as part of the dealer’s 
inventory responsibility, must show 
the name and address of the buyer, 
the date of sale, the type, style num- 
ber, and selling price of each pair 
of such shoes. 


Less Leather by 30 Per Cent 
Decreed by WPB 


WasHiIncton—Processing of cat- 
tle hides, calfskins and kipskins has 
been temporarily reduced by the 
War Production Board to avoid pos- 
sible shutdowns in the tanning in- 
dustry which might result from 
the sharp decline in the hide sup- 
ply, Harold Connett, Chief of the 
Leather and Shoe Branch, WPB, 
announged recently. 

Supplementing the regular alloca- 
tion procedure under Conservation 
Order M-310, tanners to whom hides 
have been allocated are directed to 
reduce processing of cattle hides 
during the third quarter of 1943 to 
a rate which is 30 per cent below 
the monthly average rate of hides 
put into process in 1942. Likewise, 
processing of calfskins and kipskins 
during the third quarter is reduced 
to a rate which is 10 per cent below 
the monthly average rate of such 





skins put into process during 1949 
This reduction reflects a sh 
curtailment in the slaughter of cat. 
tle and calves during May and June, 
1943. In this period, the average 
monthly slaughter of cattle from al} 
sources was only 1,000,000 cattle 
and 750,000 calves. This compares 
with an average monthly slaughter 
from all sources of 1,600,000 and 
1,000,000, respectively, during 1942, 


No Increase Expected 


Mr. Connett said that there is no 
basis for expecting any substantial 
increase in the total slaughter dur. 
ing the third quarter. Moreover, he 
added, imports of foreign hides, 
during the third quarter, are ex. 
pected to be sharply below those in 
the first half of 1943, reflecting a 
drop in the cattle slaughter in Ar. 
gentina. 

The restrictions are imposed to 
avoid the possibility of complete 
shutdown of some tanning plants, 
because of a shortage of hides. This 
in turn would cause loss of labor, 
and inability to reopen closed tan- 
neries when the hide and skin sup- 
ply increases, Mr. Connett added. 

The directive fixed a quota ap- 
plying to cattle hides, calfskins and 
kipskins to be put into process in 
the period July 1, 1943, to Septem- 
ber 30, 1943. These quotas are 
based on the average monthly input 
in 1942 at the following rates: Cat- 
tle hides, 210 per cent; calfskins, 
270 per cent; kipskins, 270 per cent. 
The effect of this is to permit oper- 
ations at 70 per cent for cattle hides, 
and 90 per cent each for calfskins 
and kipskins, as compared to 1942 
levels. 





Demand for Leather 
Less in Uruguay 


DEMAND for leather in Uruguay 
showed a decrease of approximately 
15 per cent during 1942, as a result 
of unemployment and rising costs 
of living which cut down the pur- 
chasing of shoes. Difficulty in ob- 
taining adequate supplies of essen- 
tial tanning chemical from abroad 
was also an adverse factor. The 
leather industry as a whole was on 
a part-time basis throughout the 
year and some plants found it neces 
sary to reduce their working forces, 
the Department of Commerce 
pointed out recently. 
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| Theres No Mystery 


About Drew Shoes... 


There are no super-natural wonder-workers at 
the Drew factory, but just a group of hard- 
working people who devote every minute of 


their wakeful hours to the one subject— 








— « — * - —_— 
St bese 3% 


WOMEN'S FINE WELT SHOES. That's most 
likely the reason why more and more people 


look to Drew Shoes when they want good-fit- 






THE NINA 
Number 7360 — Black 
Satin_Mat Kid 5-Eye- 
let Tie (Hi - Riding 
. Gypsy), Stitched and 
Perforated Through, 
Extended insole, ex: 
tra Eyelet for Fine 
Hees 132 Last, 13/8 
antscuff r H H 

: —— years of research and analyzing the findings 


Cuban Heel. 

of leading foot fitting specialists, outstanding 
clinics and orthopedic surgeons. Drew's free- 
fitting foreparts, short-fitting backparts, and 
the other well-known Drew construction feo- 
tures, are all the fruit of these minutes of de- 
votion to the one ideal—making the best-fit- 
ting light-weight welt shoes that can be made. 


ting comfortable shoes. 


Drew's seven basic lasts were designed after 


THE MELODY 


Number 7729 — Extra 
Plump Black Kid 5- 
Eyelet Tie, Patent 
Trim, Extended Arch 


Nae Ortheredio Coun: 

side Or e « 

a ie ae” vies FEWER SHOES TO WEAR 
Fitting. (A Specially 


Peet oanren 
or imicu oO 
Conditions.) Pedic No; Means MORE WEAR PER PAIR 


Leather Heel, Rubber 
Toplift. 


Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. , 
Dr. Hiss Shoes to retail at $8.95 and $10.9. 


Daw toch F207 Lot 











THE IRVING DREW CORPORATION, LANCASTER, OHIO—New York, 746 Marbridge Bids. 
Women's Fine Welts for Over Fifty Years 
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FEET are the most important loco- 
motion in the world today. We are 
more and more aware of it as other 
forms of transportation decline. 
There was a sign in a store on 
Broadway and 42nd Street, New 
York City, a number of years ago 
that read: “A Million Years from 
Now People Will Have Hooves Like 
Horses.” Active feet of Americans 
are developing the callouses and 
toughnesses that come from pound- 
ing the pavements. So, stronger 
feet are in the making. Everyone 
is more foot-conscious. John Stein- 
beck, the famous author of “The 
Moon Is Down,” “Grapes of 
Wrath,” etc., in writing his descrip- 
tion of life aboard the crowded 
troop transport on which he traveled 
to the war area, said: 





“The major impression on a 
troopship is of feet. A man can get 
his head out of the way, and his 
arms; but lying or sitting, his feet 
are a problem. They sprawl in the 
aisles, they stick up at all angles. 
They are not protected because they 
are the part of a man least likely to 
be hurt. To move about, you must 
slep among feet, must trip over 


“There are big, misshapen feet; 
neat, small feet; shoes that are pol- 
ished; curl-toed shoes; shoestrings 

and snarled, and careful 
little bows. You can read character 
by the feet and shoes. There are 
perpetually tired feet and nervous, 
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quick feet. To remember a troop- 


ship, is to remember feet!” 
* * a 


IN an endeavor to conserve their 
stocks, two North Hollywood 
(California) retail shoe stores have 
agreed between themselves to close 
all day on Mondays, even though 
the chains and other shoe stores 
and shoe departments keep open. 











The stores, Phillips Shoe Store and 
Johnson’s Shoe Store are both home 
owned, with each handling a broad 
line of shoes for the family. Even 
with this all-day closing one day a 
week, these two stores are doing 
twice the business of comparable 
months of a year ago. 

“It only goes to prove that the 
long hours practiced by many shoe 
store operators are wholly unneces- 
sary,” said David L. Wallis, mana- 
ger of Johnson’s. “If business keeps 
up its present dizzy pace, Phillips 
and I will probably get together and 
be open only banker’s hours—10 to 
4 for four days in the week, with 
slightly longer hours on Saturdays. 
It looks like Monday closings will 
be permanent for the duration. 

“In our self-contained commun- 
ity, which is five miles from Holly- 
wood and 13 miles from downtown 
Los Angeles, with a good back 
country of ranches owned by the 
well-to-do, shoe and gas rationing 
have added greatly to our merchan- 
dising problems. Women who 
shopped Wilshire Boulevard are 


now trying to get their shoes nearer 


at home, all of which brings a 
tough problem to a family shoe 
store. 

“Previously fill-in sizes could be 
had from the factory’s instock de- 
partments for the fast-selling mid- 
dle sizes, as well as for the extreme 
sizes. Now, with makeups the rule, 
and those apportioned to us, a two- 
man store is forced to pay much 
more attention to its buying pro- 
gram. Where we could operate on 
a 60 to 90-day basis, we are now 
forced to plan the stock for prac- 
tically a six-months’ period. Buy- 
ing then was on an 18 to 24 pair 
lot basis; now the store is doing 
four times the volume as of a year 
ago—so 60 to 100 pairs to the lot 
is the usual thing. At that, we re- 
serve 10 per cent of our factory 
allotments for size fill-ins. 





“It does seem all of us smaller 
merchants were forced into being 
better operators, as we now have 
plenty of good sizes to fit the feet 
by running the stocks on vastly 
fewer lines. At that we are able to 
satisfy the great proportion of all 
people who come to us for good 
shoes. Right now, our main worry 
is the replacement angle caused by 
the unprecedented wave of con- 
sumer buying.” 

* * * 
AREJAS VITKAUSKAS of Miami, 
Florida, says: 

KITCHENS SELL BABY 
SHOES. In spite of shoe ration- 
ing, the problem of buying shoes 
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for the baby will never worry peo- 
ple in Los Angeles as long as there 
is no potato famine. An easterner 
in a Los Angeles restaurant was 
surprised at the waitress calling 
into the kitchen, “Steak and baby’s 
shoes!” 

The fact that there was steak to 
be had was strange enough in it- 
self, but the demand for infant foot- 
gear increased the mystery. “Baby 
shoes,” an expression which it 
seems is not in eastern armchair 
dictionaries, is a western term for 


shoe-string potatoes. 
* * * 


COURTESY and good manners 
have taken a terrific beating in the 
ruthless scramble for merchandise. 
It seems a terrible thing for “a 
Seller’s Market” to carry with it 
the arrogance and the incivility of 
“Take it or leave it!” Of one store 
it has been said that the manager 








stood out front and requested each 
customer to be kind to the clerks 
because he was in mortal fear of 
losing their services. 

Adolph Kaufmann of Sommer & 
Kaufmann, San Francisco, Calif., 
believes that good manners should 
be preserved. He believes it so 
thoroughly that he puts a copy of 
the following letter into every pay 
envelope and has a blow-up of it 
posted in every department: 


“There's No Excuse for Discourtesy 
or Rudeness 

“Few stores can give the same degree 
of service in war time as was given in 
peace time. 

“Most customers understand and are 
willing to make allowances for slow, and 
often inferior service. 

“But there is one thing they won't 
make allowances for—a _ discourteous 
‘take what you can get and like it’ atti- 
tude. 

“People will accept almost any kind of 
service if there is a legitimate excuse for 
it, and the reason is explained and ex- 
pressed with regret. 

“But it irritates and aggravates them 
to be told they are lucky to get any ser- 
vice at all, or otherwise treated as though 
their patronage were just a nuisance. 

“Yet there are many stores—doing 
more business than they have in years— 
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FLYING HIGH 





—Printers' Ink in a recent issue says: 
—"Cigars selling from 8 to !5 cents 
showed an increase of 6! per cent 
for March. But cigars selling under 
6.1 cents were off 9 per cent." 
—Gone is the good old 5 cent cigar 
—but just for the time being. It'll 
be back again with flying colors 
—or flaming band — when this 
fantastic buying spree is over. 
—We've been through and survived 
silk shirt and champagne eras be- 
fore. They are a lot of fun—for 
some people—while they last. 
—But there's always a headache a’ 
following. 
—No bird ever flew so high but 
what it had to light. 


FU Tb 


President 





where employees take this attitude to- 
ward customers. They may get by with 
it in war time, when people have more 
money to spend for merchandise and 
service than we can supply. 

“But customers, like elephants, have 
long memories. They are going to re- 
member, when the war is over, which 
stores and salespeople in the stores, 
treated them with courtesy and more 
consideration when they had more cus- 
tomers than they could easily accom- 
modate. 

“They will also remember which ones 
snubbed them and their patronage. 

“And they surely will spend their post- 
war dollars with the firms and the sales- 
people who did not get uppity when busi- 
ness boomed. 

“And now it behooves us all to re- 
member, from the executives to the 
youngest employee 
tomers, that we will again need more 
business when the war is all over. 

“We all know what happened during 
the last war and subsequent depression; 
this is the time to build ‘customer good 
will’ for the post-war period, so that 
when that time comes—being able as we 
always have been, to offer the best of 
styles, quality merchandise, and particu- 
larly service—Sommer & Kaufmann will 
still be the public’s favorite store.” 

“READ THIS OFTEN” 


here serving cus- 





ROBERT WILSON, of Robert Wil. 
son’s Shoe Store of Hamilton, Can. 
ada, says: 

“If our fighting men are to have 
all the leather they need, the civil. 
ian consumer must be educated to 
realize his job is to add months and 
miles to the shoes he owns and the 
pair he buys. 

“We endeavor to sell the custom. 
er what he needs, and no more. We 
offer him our best, in fit and qual- 
ity, so it will last longer. We fit 
him perfectly or not at all. We seek 
to co-operate to the fullest extent 
not only with the customer, but with 
the necessary conservation program. 

“We feel it is our job to eliminate 
‘waste sales.’ By that I mean sales 
of ill-fitting shoes that mean short. 


wearing life.” 
. * * 


STOREKEEPER FIRST CLASS 
ROBERT WINANT, formerly an 








Endicott-Juhnson worker, is home 
on his first furlough in a year. He 
has seen’ action in four theaters of 
war and says, significantly: 
“What the boys on the fighting 
front can’t understand is how the 
people back home can go out on 
strike and gripe about the shortage 
of gas. You know, we work 24 
hours a day and we don’t get any 
overtime for it. That’s our duty 
and it is the duty of those who re- 
main in the comforts of their homes, 
to stay on the job and settle their 


differences after this war is won. 
* oa * 


LT. COL. JOHN G. LLEWELLYN. 
once and for all time a shoe man 
but now on the General Staff of the 
Army Ground Forces, is a constant 
and consistent reader of the Boot 
AND SHOE Recorper. He says: 

“I believe I am one of the few 
shoe men in the war service who 
read the RecorpER while in the 
Army in France in 1918 and 1919 
and continue to do so in this wat. 

Just goes to show you can't get 
away from the smell and feel of 
leather—the seventh essential of 
warfare. 
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QNE of the surprises of the present 
slling was the demand for all 
whites in the top grades of shoes, 
fnds Phil D. Lehman, shoe mana- 
ger for the J. W. Robinson Co. shoe 
departments (Los Angeles). 

“The demand was fully as strong 
gs last year for whites, with many 
women using their No. 18 coupons. 
Unfortunately for us both—we are 
completely sold out. Practically all 
wo-tones were wiped out in two 
weeks active selling back in May. 





“Fall shoes have started to sell 
early as open sandals, sling pumps 
and the like in suede. For the past 
month, newspaper advertising has 
been directed toward ‘little black’ 
shoes.” 


* * * 


‘Tis Sad But True 


The war descended on this land, 

And with it brought a great demand 
For planes and ships—tanks and guns, 
Te fight the Japs and Nazi huns. 
“Equipment” was the greatest cry 

To drop destruction from the sky, 

To blast our foes with all our might, 
Till they surrendered and ceased to fight. 


So to this nation of laissez faire, 

There came new bureaus to take care 

Of steel and iron, silk and leather, 

That we the storm might safely weather. 


Thus WPB and OPA were born, 

To curtail production they were sworn, 

To ban and bar the use of all 

Materials vital for the Axis fall. 

There seemed to arise a large demand, 

For more leather than could be tanned, 

So restrictions were passed to preserve, 
necessary for those who serve. 


The brilliant minds of the OPA 
@ way to save the day 
tationing shoes—just three pair, 
That all could get an equal share. 


This didn’t suffice the WPB, 

They needed added economy, 

So amended M-217 was passed to assure, 
curtailment of shoe manufacture. 


Giles were cut to a standard few, 
colors were permitted too, 
Army wants we could meet, 
Yet supply the shoes for American feet. 
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And restrictions were formulated, 
By statistics regulated, 

Setting quotas that would slowly erase, 
An industry with a vital place. 

Daily each shoeman scans the news, 
To see the don'ts, can’ts and do’s, 
Of OPA and WPB’s 

New regulations by twos and threes. 
The shoe retailer can find no ease, 
From his many difficulties, 

For on his shelves few shoes remain, 
And replacements are hard to obtain. 


A question I'll put to these powers that 


Almighty OPA and WPB 
Is it conservation you wish to see, 
Or destruction of the shoe industry? 


It can’t go on this battle of wits, 

With many strikes and few hits, 
Co-ordination must be acquired, 

Before shoe makers are all retired. 

A number of men are needed who know 
About production and a steady flow 

Of this vital consumer commodity, 

A must for all—a necessity. 


We await with anxiety new edicts now, 
Or with these restrictions we'll have to 
bow 
Right out of the picture in desperation, 
Until three months after the duration. 
—Lillian Coburn. 


IMAGINE THE SURPRISE of M. 
H. Tuohey of the Rochester Heel 
Company of Rochester, N. Y., the 


other day when he opened an 
envelope with a foreign stamp on 
it and discovered a nice, big order 
for leather heels to be shipped to 
Iceland. 


But—no sale. There are no 


leather heels on hand or in sight 
to supply the trade in this country 
so the Icelanders will have to wait 
until after the war and then they 
may have enough heels of their 
own, 
* ee * 

“R — , — 

OSIE, THE RIVETER” and 
women war workers are finding out 
that standing up to the machine has! 
meant a change of posture and a 
new problem of fatigue. So the 
Medical Department of the Westing- 


house Electric and Manufacturing 
Company of East Pittsburgh, Pa., 
issued a booklet: “YOUR FIGURE 
AND YOUR FEET,” which “urges 
women to stand with a military 
bearing, abdominal muscles pulled 
in, chest moderately elevated, head 
up, chin back and hips and knees 
straight.” 

You really should add this pam- 
phlet to your store library and you 
can obtain same by writing to West- 
inghouse. One suggestion for the 
woman war worker is: “The shoe 
sole should be thick enough to pro- 
tect the foot from hard floor sur- 
faces”—that means exit for the 
paper-thin soles so common in fash- 
ion footwear in the pre-war foot- 
wear follies. 





“Careful how you remove ‘em I've promised this pair to the museum of Home 
Front Relics." 








Corporal J. Sarner, left, 
Baie Verte, N. B., works 
the Army Salvage depot 
pairing shoes with 

supplied by the Depart 
of Munitions and Sup 
Right is another worker 
the Army Salvage De 


HOW THE CANADIAN ARMY 


“Keep your feet happy by keeping your 
boots repaired” reads a poster on the wall. 
Privates A. Gaudet, Prince Edward Island, 
and J. V. Murphy, Halifax, are busy making 
old boots look and feel like new. 


Private E. V. Seaton tests repaired boots by dip- 
ping them in a pail of water. They must be 
watertight before they go back to the troops, ac- 
cording to regulations in force at the depot. 





GETS ITS SHOES 


CANADA’S armed forces are putting their best foot] 
forward, and that foot is shod in the best boot that) 
money can buy. 

Men in the Munitions and Supply Department who © 
buy the boots for the men and women in the services 7 
are responsible for the purchase of nearly 50 types of 7 
footwear, from a small 24% shoe for Sally Littletoe to 
a big size 13 for Private Suitcase Simpson. They let 
contracts to Indian tribes to make moccasins, and to 
rubber goods factories for knee boots worn by the mem- 
bers of the forestry corps. 

From coast to coast, more than 50 Canadian shoe 
and rubber factories are turning out first class leather 

[TURN TO PAGE 75, PLEASE] 
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PROUD OF HIS NEW SHOES 


Smiling Terry Moore, now a private in the 
U. S$. Army Air Force, has a new uniform to 
don. Here he shows the new outfit he will 
put on. Moore, a former St. Louis Cardinal, 
said, "I! feel like a rookie at Spring training.” 











BOOT AND 


SHOE 


RECORDER 





Whe Etttes Cridlook 





BY ARTHUR D. 


ANDERSON 


A Suggestion to Stephenson 


WITH all the demoralizing troubles on the home front. 
we are learning, the hard way, that WAR IS HELL—all 
over. Human nature, under our soft system of opti- 
mistic living, has proven to be a pretty selfish thing. 
But we will learn . . . or else! 

There is a lot of serious thinking going on in shoe 
stores on the subject of our own business of shoe ser- 
vice. Few stores have been able to put away reserves to 
buttress the storm. When more and more stores find 
themselves with less and less footwear on the shelves, 
there is a possibility that they will reach the point where 
outgo exceeds in-come. 

We recently had quite a long session with W. W. 
Stephenson, Shoe Ration Chief of OPA, and we are 
truly fortunate, as an industry, in having so capable 
and so constructive a man in authority in that impor- 
tant spot. He is always explaining situations in terms 
of figures that he draws on a pad of paper on his desk. 
For example, on our last visit he put down the figure 
36 as an example of numbers of pairs bought and how 
the merchant had to sell 22 pairs of shoes to pay for 
that invoice cost. Then the figure 10 to cover selling 
costs—leaving four pairs of odds and ends out of which 
the merchant hopes to get an ultimate profit, somehow, 
when sold. So you see his practical approach versus 
the theoretical approach to the solution of the problem 
of end-sizes. 

Another set of figures by Mr. Stephenson was on the 
subject as to why rationing was based on the family 
pool of coupons rather than on a specified number of, 
say, perhaps, two pairs per man, three pairs per woman 
and four pairs per child. He showed that the common 
denominator of that theoretical ratio was three pairs— 
and this explains why price point-rationing was de- 
clared impractical and family pool rationing was made 
the law of the land. He didn’t commit himself on three 
pairs per year because the economics of warfare may 
interfere with that and people may be forced to still 
further self-denial. He also said: 


“It should be remembered that when shoe stamps are issued, 
production and inventory of footwear is in sight to validate 
them. If the stamps are spent in an orderly manner by indi- 
viduals, the industry can function in an orderly manner. A rush 
during any part of the validity period brings about a tempo- 
rary shortage in retail inventories and inconvenience to retailers 
and consumers.” 


We want to, at this time, when the structure of OPA 
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is being assailed on all sides, to stand up and say ina 
clear, unmistakable voice of the trade, that OPA ration. 
ing, as it affects shoes, has been a fair and equitable 
device for sharing the present supply. 

May we voice a suggestion that may serve to correct 
the hysteria that accompanies the expiration of the 
shoe ration coupon No. 18 next October 31. If shoes, 
being a definite unit of consumer necessity, can be 
allocated on the basis of three pairs per person, per 
year, then we know that 133,000,000 (Army included) 
persons will need 399,000,000 pairs of shoes. Let manu- 
facturing of shoes reach that point, with due considera- 
tion of the possible greater need for children’s shoes, 

The ebb and flow of shoe-making can be properly 
controlled under WPB Order M-217 without any need 
for a theoretical plan for all-over standardization. This 
we know—M-217 has given us simplification—and 
shortage of supply has still further simplified shoes to 
the point of basic types in all of the diversified lasts 
and shapes needed by individualistic American feet. 


Now here’s the suggestion—put no expiration 
date of October 31st on Stamp No. 18. In other 
words, the American public knows that it is en- 
titled to an average of three pairs per person and 
can buy those shoes, when needed and when 
wanted. The terrible experience of June 15th 
resulted in misfitted and mis-selected footwear 
the country over. The coupon was given a false 
value, not in keeping with its intent and purpose. 

Certainly, the government wasn’t interested in trip- 
ping up the public to the extent of millions of pairs of 
shoes that couldn’t be purchased by people who couldn't 
make the deadline. There are still millions of people in 
this country who have to squeeze every dollar and dime 
to get the utmost value out of it and who might not 
have had the cash available at that time for shoes. 

A little more flexibility has been given to food ration 
coupons in the form of an overlap of a week or 80, 
where both sets of coupons are valid. That is at least 
a precedent for some form of overlapping of footwear 
coupons to take away the heat, haste and hysteria of 
the deadline. 

We can see no harm in permitting Stamp No. 18 to 
live out its life of usefulness in the purchase of needed 
shoes, beyond October 31. Who can tell but what 4 
Christmas purchase of a pair of slippers might not have 


Boot and Shoe Recorder 








mig 
Jun 


valu 
con: 
war 
wea 
Eac 
suré 
date 


cou 


any) 
Ju 


in sl 


stro} 
fire 


See ee ee) 





ina 
ition- 


table 


rrect 


n be 
per 

led) 
anu- 
lera- 


verly 
need 
This 
-and 
Ss to 
lasts 


‘ion 
her 

en- 
and 
hen 


a2e0R88 


jer 





within it. use and morale value that would compensate 
for the longer life of Coupon No. 18. The risk of 
accrual coupons making future stampedes is minor to 
the need for normal and orderly use and demand. 

So, Mr. Stephenson, let this suggestion form itself 
into a set of figures on your pad of paper as part of 
your long-range thinking. One thing such a solution 
might do is to prevent a recurrence of the stamp-ede of 
June 15. It would certainly put an emphasis on the 
value of shoes for human use as against the expiration 
value of a Stamp. Remember, Americans have already 
consumed the surpluses of shoes in factories, wholesale 
warehouses, store stocks and are now, for the main, 
wearing shoes out of personal supply in closets at home. 
Each American is entitled to a pair of shoes—per mea- 
surable period—not subject to automatic cut-off by a 
date line. You will find that Americans wear out more 
shoes by greater walk-use than ever before—and that a 
coupon should be made valid until used. 


at * e 


SAFEGUARD YOUR BUSINESS 


A FIRE broke out in our building. Between the dawn 
and the daylight, the entire seventeenth floor of this 
great fireproof building was burned into a mass of 
cinders. The steel window frames just melted and the 
glass disappeared. Typewriters became scrap and all 
the paper and wood, partitions and files vanished. It 
was an important floor, with air travel records, etc. But 
that’s not the reason why we mention the subject. The 
fire in our building- was something that could happen 
anywhere. 

Just a note af caution! Increase your fire protection 
in shoe factories and stock rooms. Remove all piles of 
paper or inflammable material because a fire today de- 
stroys more than the items consumed by the flames. A 
fire in a big shoe factory might put a thousand shoe 
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HIT AND RUN CORNER 
To the Editor: 


“Why do manufacturers continue to charge the same 
prices for their shoes and in many cases they have in- 
creased their prices, with the attitude of ‘take it or leave 
it.’ 

“The shoes you get today are much poorer in work- 
manship and quality. Many pairs in the so-called better. 
grades of men’s, women’s and children’s have gone to 
pieces in as little a time as two weeks. The manujac- 
turer refuses to take any responsibility and the retailer 
has to make all poor-wearing shoes good to his cus- 
tomers. Our repair bills have quadrupled in the past 
several months; yet the manujacturer has hardly any 
new pattern expense. Traveling by the manufacturer is 
practically non-existent and our buying expense has 
increased considerably. 

“Talk about inflation, this is the real thing.” 

E. S. Brownsten, Shoe Buyer, 
The May Company, Baltimore, Md. 





merchants out of business for shoe factories today are 
indispensable sources of supply. Fire destroys machin- 
ery and irreplaceable equipment. The same cautions 
hold true in the store. Collecting the insurance is only 
a minor safeguard to investment. There never was a 
time when a business needed more safeguards to insure 
continuance of the orderly flow of merchandise, all the 
way down to the fitting stool. 


- 7 o 


DANGER ZONE AHEAD 

HUMAN feet, now walking more—than in the past, 
need the service of proper proportions in footwear and 
retail costs are justified when that careful service is 
rendered. The danger zone is just ahead for shortages 
of stock mean less correct fitting in stores that think 
selling service is only covering the foot with the shoe 
that’s on the shelf. 

You can build good will with the public. You can 
create an acceptance of your store as a service center, 
but you can’t get both of these post-war assets without 
true selling and true fitting. You don’t need to fool the 
public any more on a fit or a size to get the money 
because every pair is salable to someone. Now is the 
time to put disciplines into retailing if it is to justify 
its costs and existence now and hereafter. As ye sow, 
so shall ye reap. 

Cut the frills out now—the extra extravagances in 
retailing. One store was paying a monthly fee on elec- 
tric clocks throughout the store and replaced the ever- 
lasting expense item with a key-wound clock—a dozen 
economies followed this cue to saving. Resist additional 
expense items—that don’t improve service at the fitting 
stool. 
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Seated according to their shoe 
sizes, these recruits have removed 
their right shoes—following instruc- 
tions—and are waiting to be fitted 
by the store’s ten expert fitters. For 
the first few days they have worn their 
own shoes, low heel black oxfords. 


LEFICIENCY 


Rules The WAVES... 


Henry Kramer, manager of the store and expert fitter, OK’s this 

shoe as he points to the correct fit at the ball of the foot. Quoting 

one of his assistants, he says, “The pride of the WAVES is their 
feet.” He himself savs, “The fit is the whole thing.” 


“LEFT, right, left, right; one, two, 
three, four; left, right, left, right.” 
Down the hill they came, marching in 
perfect rhythm from their apartment 
house home off-campus to the Train- 
ing School quartered in the four hand- 
some new buildings of Hunter College. 
Hats off to Uncle Sam’s young women 
of the Navy Reserve, the WAVES! 
They swung past us, uniform as to 
their blue Navy hats but still civilian 
in their varied assortment of Summer 
dresses, blouses and skirts. Those 
civilian clothes meant that this group 
had been in training less than two 
weeks, but they marched like veterans 
of many weeks’ training. Watching 
the rhythm of their marching feet, we 
noticed that they were all wearing low 
heel black oxfords. These they had 


been instructed to bring with them. 
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Lined up outside the shoe sto 

70 recruits—two platoons—are i 
structed by Laila Jarvela SK3 

(Storekeeper Third Class) on how t 
cooperate with the shoe fitters. “Tak 
the size they recommend even if it 
larger than you are wearing,” she 

vises them as they line up wend 

to their shoe sizes. 


And Nowhere More than at the United States Naval 

Training School for Women Reserves at Hunter College. 

Here Recruits Receive their Four Weeks’ Basic Jraining as Seamen. 

Here They are Furnished with Their First Uniforms and Their First 
Regulation Shoes. Here Experienced Shoe Clerks See that They Are Properly 
Fitted with Comfortable Shoes to Carry Them through Strenuous Days. 


by Eleanor Rutledge 


Soon they would be wearing the reg- and Bloomingdale’s—formed an organ- worked out, according to V. T. Cham- 


Uniform 


ulation shoe purchased at the Training 
School store. It was to see this store 
and its operation that we had jour- 
neyed to the Bronx to photograph and 
report. 

When the Navy took over Hunter 
College as a Training School for 
Women Reserves, six New York stores 
—Abraham & Straus, Loeser’s, Wan- 
amaker’s, Macy’s, Saks Fifth Avenue 


ization called the Retailers’ 
Agency for the purpose of supplying 
the WAVES with all the types of 
clothing and _ necessities officially 
issued to them, as well as the articles 
that are not issued. With the excep- 
tion of the regulation shoes, these six 
stores will continue to supply this 
merchandise. In the case of these 
shoes a different method has been 


Here the recruits are checking out, again under the supervision 


of Storekeeper Third Class. At the desk‘a record is being 
will pay for their shoes from their 


of their purchases. They 


made 


clothing allotment of $200. From'now on all Seamen will be 
required to wear the regulation shoe, shown in a separate photo. 


July 15, 1943 


bers, general manager of the entire 
agency. The manager of the shoe store 
purchases the regulation shoes directly 
from the manufacturers designated by 
the Navy. In this way the stores form- 
ing the agency will not have to deplete 
their civilian stocks in order to supply 
the WAVES. The manufacturers of 
these shoes—there are only two at the 
present time—are given priorities by 
the Navy. 

Every trainee is obliged to buy one 
pair of regulation shoes the first week 
she is in training. For - purchasing 
this shoe she uses her number 18 cou- 
pon, or, if she has already spent it, a 
certificate which is given her for this 
purchase. For her second pair of reg- 
ulation shoes, bought a week later, she 
is given a certificate. These two pairs 
of regulation shoes are paid for by the 
WAVES from the $200 clothing money 
alloted These are 
charged against her name and she 
pays for them at the agency as soon as 
she has received her allotment. In 
addition to these regulation “walking” 

[TURN TO PAGE 87, PLEASE] 


to each recruit. 
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These three shoes are the regulation shoes designated by the Navy to be worn by all Sea- 


men. Two manufacturers of women’s welt shoes are making them. 


One firm makes the 


wall toe on 10/8 heel and the round toe on 13/8 heel. The wall toe on 13/8 heel is made 


by the other firm. 





All kinds of shoes come to Peter 
Sase, center back, who owns and 
operates this repair shop for the 
WAVES. Newly arrived recruits 
bring in their civilian shoes to be 
repaired. An average of 300 girls 
are taken care of each dav, he re- 
ports. Two Marines seen here ore 
being transferred shortly to their 
own school at New River, N. C. 


The regulation color is black. 


W ell-shined shoes are a “must” in the 
Navy. For inspection, WAVES must 
shine their own, but in-between-times 
they can enjoy the luxury of leaning 
back and letting someone else do it. 
These girls are wearing the Summer 
uniform of white blouse, black tie, 
Navy blue skirt and hat. 
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By rearrangement of Shelving, the Ben Rich 
Shoe Salon, at Wright's, Inc., Ogden, Utah, 
Greatly Increased Number of Pairs of Shoes 


They Can Carry and Provided Additional 


Seating Capacity for Customers. 


Window display featured by the Ben Rich 
shoe salon at Wright's. Carefully planned 
displays always attract customer attention. 


Remodeling Doubles Stock Capacity 


THE woman defense worker of distinction will from 
now on find twice as many patterns and sizes as were 
available a short time ago at the Ben Rich Shoe Salon 
of Wright’s, Inc., in Ogden, Utah, where remodeling 
has given the shoe department 50 per cent greater stock 
capacity. 
ing a double shelving for stock, to replace the former 


This increase was made possible by build- 


single shelf arrangement. 


Defense workers have increased the shoe salon’s 


business so greatly in the past two years that Mr. Rich 


felt it necessary to remodel his department to handle 
this larger volume. 

Remodeling of the shoe salon at Wright's presented 
Mr. Rich with the problem of increasing his seating 
capacity without any substantial increase in room space. 
Added volume in other departments at Wright’s made it 
impossible for Mr. Rich to obtain extra room. He had 
a narrow space in which to work, but he found that by 
using shuttle-box back chairs, placed with the backs 
against. [TURN TO PAGE 83, PLEASE | 


Interior of the Ben Rich salon. Notice how the aarrangement of the 
chairs against the shelving frontage makes for a roomy department. 
Display boxes above the level of the chairs present new models. 
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WARS IMPACT ON SHOE 


DESIGN FOR SHOE RETAILING IM Wee in 
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MERCHANDISE 

WHAT this country needs, instead of the five-cent 
cigar recommended years ago by the late Vice-President 
Marshall, is a well-run shoeless shoe store. Such an 
emporium, at least, would not find itself in the position 
of accepting deliveries on Spring shoes in August and 
Fall shoes in February, or of having orders delivered 
piece-meal over such an extended period that the prob- 
lem of keeping an adequate size range in stock could 
be solved only by invoking the yet-to-be-formulated 
laws of perpetual motion. 

We have here cited an extreme case though not an 
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isolated one, for more than several merchants reported 
deliveries delayed from 60 to 120 days, while the 
national average, including both department stores and 
shoe stores, was between 60 and 70, as revealed by 
answers to Boot AND SHOE RECORDER questionnaires. 
There was even one merchant who reported deliveries 
150 days late and concluded that “the train must have 
been wrecked.” Fearing that he might be wrong, he 
made no investigation, not wishing to know the worst. 

But if deliveries are bad and likely to grow worse, 
there is always that little operation known as “switch- 
ing,” practiced in the grand manner by all good sales- 


Boot and Shoe Recorder 





L 


Qi} 


rted 
the 
and 


by 


ries 
ave 
he 


rst. 


tch- 


les- 








STORES... 


ime AMERICA 


men and designed to take the customer’s mind off the 
fact that 8-AAA is missing in the style she wants and 
to substitute the thought that some other style, even one 
far removed in appearance from her original request, 
is equally desirable. 

On another front, we found, by studying these ques- 
tionnaires, that the entire industry and its customers 
have developed a high degree of good sportsmanship 
in their acceptance of the inevitable—lowered quality 
and less wear. It indicates a philosophic acceptance of 
things as they are, which, we might remark in passing, 
ls in sharp contrast to the country’s very vocal non- 
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Second Chapter in BOOT AND SHOE 
RECORDER's National Survey of the 
Effects of War and Wartime Regula- 


tions on the Retailing of Footwear 





N the July 1 issue of Boot anp SHoe Recorper, 
under the heading, “Rationing, Regulation and the 
Revolution in Shoe Retailing,” appeared the first 
of a series of three articles based on answers to 
questionnaires mailed to thousands of shoe retailers 
and department store managers in all parts of the 
United States, to the end that the impact of the war 
on the retail distribution of shoes might be accu- 
rately appraised. 

This is the second article in the series. It deals 
with Merchandise, Man-Power, Window Display 
and Advertising. It paints a picture of the reaction 
of the public to the entirely new experience of being 
forced by war-time restrictions to accept what it can 
get. It supplies a rough-and-ready measure of the 
degree of hidden inflation within the shoe indus- 
try—that type of inflation which is reflected not in 
price indices, but in the less easily detectable de- 
terioration in quality and workmanship—inevitable 
and the fault of no one other than the great god 
Mars. 

Finally, it shows clearly what the merchants of 
the country face with respect to increasing lateness 
of deliveries; how they are dealing with the prob- 
lems posed by loss of manpower to the war ma- 
chine; and how their promotional efforts are being 
handled despite, on the one hand, the loss of revenue 
which many have suffered, and, on the other, the 
difficulty encountered by some in getting suitable 
material and fixtures for window trim purposes 
because of wartime shortages. 





acceptance of the recent shortage in white potatoes. 
This good sportsmanship is not readily apparent in 
a study of the bare statistics dealing with sole leather, 
upper leather, workmanship, customer returns and 
adjustments which show that while more than 75 per 
cent of all reporting merchants find decidedly poorer 
quality, less than 50 per cent are being driven to drink 
by an increase in customer returns; that merchants are 
making adjustments at a high rate, but by and large 
at no higher a rate than they always have. The point 
is, as pointed out by several merchants, that adjust- 
ments have always been made when justified and that 
the only difference between today’s adjustments and 
pre-war adjustments is that the standards by which 
justification is determined have been altered to suit 
the times. Which is as it should be. 
In their dealings with sources of supply, merchants, 
while reporting that some manufacturers are not 
[TURN TO PAGE 85, PLEASE] 
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. In what lines is this drop more apparent: 


RECORDER SURVEYS 


MERCHANDISE 5. 
3 


Have you experienced considerable difficulty on shoe 
deliveries: 


Department Stores— 


94%—Yes 
6%—No 
Retail Stores— 
90%—Yes 
10%-—No 


. If so, how late on the average have recent deliveries been 


made: 


Department Stores— 
8.5 Weeks Average 


Retail Stores-— 
9.9 Weeks Average 


. Do you observe any major drop in shoe quality in re- 


gard to: 
a—Sole Leather— 


Department Stores— 


84%—Yes 
16%—No 
Retail Stores— 
96%—Yes 6. 
4%—No 


b—Upper Leather— 


Department Stores 
75.7%—Yes 
24.3%—No 

Retail Stores— 
73%—Yes 
27%—No 

c——Workmanship— 


~~) 


Department Stores- 
82%—Yes 
18%—No 

Retail Stores— 
80%—Yes 
20%—No 


Department Stores— 
14%—Men’s Alone 
42%—Women’s Alone 

6%—Children’s Alone 
7%—Men’s and Women’s 
17%—Women’s and Children’s 
11%—All Three Lines 
3%—Men’s and Children’s 


Retail Stores— 

22.5% —Men’s Alone 
25.8% —Women’s Alone 

4.4% —Children’s Alone 
12.9%—Men’s and Women’s 
4.8%—Women’s and Children’s 
21.0% —All Three Lines 
8.6%—Men’s and Children’s 


Do you find any increase in customer returns because of: 
a—Poor Workmanship— 


Department Stores- 
47% —Yes 
53%—No 


Retail Stores— 
40% —Yes 
60%—No 
b—Decreased Quality— 


Department Stores— 
37%—Yes 
63°>—No 


Retail Stores— 
40%—Yes 
60%-—No 

c—Lessened Wear— 


Department Stores 
63%—Yes 
37%--No 


Retail Stores— 
64.6%—Yes 
35.4% —No 
Are you making adjustments: 
Department Stores— 


93%—Yes 


7%—No 


Retail Stores— 


87% —Yes 
2%—No 


11%—Not Getting Any Returns 


. Are your manufacturers cooperating on returns: 


Department Stores— 
73%—Yes 
27%—No 

Retail Stores— 
57%—Yes 
43%—No 


. Are shoes now being delivered with composition soles: 


Department Stores— 
82% Have Shoes with Composition Soles 


18% Do Not Have Any 


Retail Stores 
84% Have Shoes with Composition Soles 
16% Do Not Have Any 

Of Those Who Have— 


Department Stores— 
20.8% Of Men’s Lines Have Composition Soles 
8.3% Of Women’s Lines Have Composition Soles 
19.4% Of Children’s Lines Have Composition Soles 


Retail Stores— 
24.6% Of Men’s Lines Have Composition Soles 
18.8% Of Women’s Lines Hove Composition Soles 
30.3% Of Children’s Lines Have Composition Soles 
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9, Do you receive complaints about these composition soles: 


Department Stores— 


712% —Yes 
28%—No 


Retail Stores 
76.8%—Yes 
23.2%—No 


10. How many complaints: 


Department Stores— 
84% —Few 
16% —Many 
Retail Stores— 
65.5% —Few 
34.5% —Many 


ll. Principal causes of complaint: 
a—Marking Floors 
Department Stores—73% 
Retail Stores—67.8% 
b—Wear 


Department Stores—27% 


Retail Stores—20% 
c—Hot on Feet 


Retail Stores—8.6% 


d—Appearance 
Retail Stores—3.6% 


12. Have you received any shoes with the new plastic soles: 


Department Stores— 


13%—Yes 
87%—No 
Retail Stores— 
9%—Yes 
91% —No 


13. What has been your experience with plastic soles: 
Department Stores— 
57% —Good 
43% —Bad 
Retail Stores— 
70%—Good 
30%— Bad 


(Majority answers here—“Too soon to know.”) 


MANPOWER 


1. How many of your employees left for military service: 


Department Stores— 


0—31% average 


1—21% * 


2—12% “ 
3— 907 re 
1— 5% 
o— 9% 


More than 5—13% 
Retail Stores— 
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0—-38% average 


121% 
2—17% 
3—12% 
4 6% 
5— 2% 


More than 5— 4% 


. How many employees have left for war work: 


Department Stores— 
0—36% average 


1—24% 
2—15% 
3— 6% 
4— 5% 
S— 3% 


More than 5—11% 


Retail Stores— 
0—58% average 
1—22% “ 

‘ 2—-11% “ 

3— 5% 
4— 1% 
S—1% “ 

More than5— 2% “ 


. Have you been able to replace these employees satisfac- 


torily: 

Department Stores— 
Yes—35% 
No—65% 

Retail Stores— 
Yes—30% 
No—70% 


. Has it been necessary to employ inexperienced sales- 


people: 

Department Stores— 
Yes—70% 
No—30% 

Retail Stores— 
Yes—61% 
No—39% 


. Have you employed part-time help: 


Department Stores— 
Yes—72% 
No—28% 

Retail Stores— 
Yes—69% 
No—31% 


. Have you employed women to replace men: 


Department Stores— 
Yes—77% 
No—23% 
Retail Stores— 
Yes—50% 
No—50% 
[TURN TO PAGE 76, PLEASE] 
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SERVICE POLICY SUCCEEDS 
For 50-Year-Old Shoe Firm 


Patton & Hall in Schenectady, N. Y., Have Maintained a Policy of 


Good Merchandise and Good Service for the 50 Years of Their Exist- 
ence. That It Has Been a Wise Attitude Is Evidenced by the Store's 
Continued Success. "Treat Your Customers Right and They'll Con- 


tinue to Come Back to You," Is the Essence of Their Sales Methods. 


Left—The original Patton & 
Hall store as it appeared in 
1893 after the owners took pos- 
session. Note the method of 
displaying shoes then in vogue. 
The owners bought the blocks 
on either side of this original 
site, and made one large store 
of the three blocks. Tie legend 
on the awning must have 
brought business! 


Right: Interior of the 
store as it appears today. 
Foreground shows the 
men’s and women’s de- 
partment; at the center 
of the store starts the 
children’s department. 
Offices are in the rear. 


a 
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Right—The store's staff. Seated: 
J. L. Patton, left; M. W. Hall, 
right. Standing, left to right: 
R. J. Roberts, D. C. Hancock, 
F. J. MacDonald, Mrs. Ileta 
McCorkle, W. S. Kent, and P. 
A. Currie. A total of 240 years 
of service is represented here. 


lr was fifty years ago, in the Spring of 1893, that 
Jese L. Patton and M. W. Hall went into partnership 
by Opening a shoe store on State Street in Schenectady, 
MY. They opened the store with one idea in mind— 
provide good merchandise and good service for the 
GStomers of that town. 
@adhering to their original policy, the store is flour- 
hing, and is a synonym for good shoes and good fit 
Schenectady and nearby towns. 

Sthenectady is a city in the Capital District of New 
York State, with an estimated population of 125,000. 
Popiilation of the metropolitan area, including Schenec- 

§ Albany, Troy and other nearby towns, is upwards 

1,500. Chief industries of the town are the Gen- 

eral Electric and American Locomotive works—both 
are engaged in war work, so the town is dis- 

itely'a defense town. There has been a recent influx 
of workers to Schenectady and surrounding localities 
7S might be expected; figures given us estimate that 
Electric’s employees have increased from 15,000 


Today, after a half-century 


duly 15, 1943 


Left—The exterior of the 
Patton & Hall store as it 
appears today. Note the 
interesting arrangement 
jor displaying shoes on 
two levels in the win- 
dows. Window  back- 
grounds are changed 
twice a year; the win- 
dows themselves are 
changed twice a week. 
Displays are handled by 
R. J. Roberts. 


to around 40,000 in recent months; American Locomo- 
tive’s from 5,000 to around 10,000. 

The Patton & Hall store opened, however, on a con- 
siderably different picture. When Mr. Patton and Mr. 
Hall took possession, they bought and enlarged the 
building at 245 State Street. They also purchased the 
two neighboring blocks of stores and made one large 
block of it. 
ago. Today it is a long, fairly narrow room, with 
chairs lined up back to back in the center, and a roomy, 


The store was remodeled once—three years 


comfortable office in the rear. Stock is not concealed; 


boxes line the walls on either side. A circular display 
table at the front of the store greets the customer as 
he or she enters; other displays are set up on a long 
At the center of 


the store space is an X-ray fitting machine;~ behind it 


shelf between the rows of chairs. 


is located the children’s department. 


The store’s policies may be summed up in four 
points: hire good men who know the foot and how to 


[TURN TO PAGE 74, PLEASE] 
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“Our Good Neighby 
Policy — Plenty y 
Bright Colors for the 
New Summer Su 
son,” was the caption 
for this colorful shoe 
window at the Poy 
Rest Shoe Store in 
34th Street, New York. 
Senorita in back 
ground, with Mexicm 
sombrero, pottery and 
other “props” helped 
to carry out “Good 

Neighbor” theme. 


GOOD NEIGHBOR THEME 


MEXICO and South America supply the theme for Good Neighbor Policy—Plenty of Bright Colors for the 


a number of current New York shoe windows. Vivid New Summer Season,” there was a definite scarcity of 

colors, sombreros, calabashes, palm leaves and all the colored shoes in some of these windows. In all of them 

other symbols of our conception of the Pan-American _ the colors no longer permitted to be manufactured were 

way give a brightness and gaiety that is most attractive. prominent, and the settings served to accent the appro- 

Simco completed their window with an array of flags of | priateness of blues, tans and whites with the bright- 

all our South and Central American neighbors. colored clothes of Summer, making one feel that these 
Despite such signs as that of the Foot Rest store, “Our were quite the thing for hot weather. 





Floral decorations have 
been used to produce a 
beautiful display effect 
in this Selby, Fifth Ave- 
nue, window. This type 
of decoration is obtain- 
able almost anywhere 
and lends itself to any 
number of beautiful 
treatments and effects. 

















Another Latin American 
window by Simco shoes, 
in which palms and 
bright colors lend the 
tropical atmosphere used 
gw a background for 
ghite shoes, handbags 
ad other accessories. 
Many New York stores 
have made effective use 
of this Pan-American 
theme for window at- 
mosphere this Summer. 


for WHITE SHOE WINDOWS 


Another geographic display was that at Ansonia— white ropes, against the solid navy blue background that 
a jungle setting complete with monkeys playing in matched the white-edged valance. A figure in a red 


banana trees, some of whose tops continued beyond the dress with white accessories stood on a blue slatted plat- 
glass of the window, and which bore quite life-like form set off by a sprinkling of sand. The window tied in 
fruit. with a series presenting Summery apparel. 

One of the coolest looking windows was that of A miniature stage setting dramatized the Selby Shoe 
Arnold Constable, where white shoes were attached to message, “Farewell appearance—enjoy the cool com- 
cut-out anchors of blue suspended from the ceiling on [TURN TO PAGE 73, PLEASE] 


Shoe window by 
H. White Company. 
Provides a maxi- 

of effective display 
Minimum of cost. 
are the dominant 

, but co-ordinated 

mE is wisely encour- 
by the showing of 


@ accessories. 





Men's Shoes To The Fore 
In Early Summer Advertisin 


by R. E. ANDRUSS 


Desmond's in Los Angeles used this in. 

teresting shape to put their message 

across. Notice the brevity of copy, the 

size of the shoes shown. The coupon at 
the left is an effective idea. 





As long as they can produce ration coupons, men are 
going to get plenty of Summer shoes all over the coun- 
try, if the types promoted in the collection of men’s shoe 
ads appearing recently are any indication. The line-up 
includes whites, two-tones, casuals, perforated types, 
moccasins, as well as military and more conservative 
shoes. Merchants obviously believe that there are many 
men still in civilian clothes who are not going barefoot. 
Desmond’s (Los Angeles) use eight columns by eight 
and one-half inches across the bottom of the page for 
two strong ads with powerful illustrations, plus a mail 
order coupon. Three leisure shoes in one ad are called 
“Huckleberry Finns. . . . As cool and comfortable as 
bare feet on wet sand . . . and as practical as they are 
good looking.” Coupon reads, “I enclose ration coupon 
No. 17 (or other permit). Please send the following 
shoes. Size.... Width... ..” Having the illustrations 
photographed directly from the shoes helps the mail 
order customer. 

From Los Angeles comes another good, but not new, 
idea. Hamilton’s feature their fiftieth year with the 
headline, “Quality, like character, endures.” Eight shoe 
styles are illustrated, together with their name and 
their manufacturer’s name on full-size shoe sole outlines. 
Clever use of benday forms a large H border. In San 
Francisco, Roos Bros. feature four officers’ shoes that 
“more than fulfill the strict standards of military dress. 
Hale Bros.-picture three “fighting shoes” to “Wear for a 
war! Whether you're in the service or doing your bit 
behind the lines, you want strong, serviceable attire. 
Duration—durable shoes . . . shoes that put up a good, 
stiff battle, and win, against harder wear, strains, dis- 
comfort.” Sommer and Kaufmann feature two husky 
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casuals. “They’ve got what it takes for campus.” Ex. 
ecution of illustrations bears out the heading. 

In Seattle, The Bon Marche plays up complete lines 
at $5.95—“Ranking favorites with both military men 
and civilians.” Of variety, they say, “plain-toe bluchers, 
aviation straps, straight medallion tivs, plain tips, plain 
straight-tip dress oxfords, perforated styles for Summer 
wear. Army russet or black” Speaking of perforated 


Krupp & Tuffly, Houston, Texas, used a fan 
to convey the idea of coolness and Summer 
comfort. An interesting arrangement. 
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Shoes of All Types Receive Promotion 
in Current Shoe Store Advertising— 
Whites, Casuals, Moccasins and Con- 
servative Types. Whites Lead Also in 


Recent Women's Shoe Promotions. 


types, they are also featured by Krupp and Tuffly 
(Houston), Thom McAn (Chicago), Geuting’s (Phila- 
delphia). It is obvious that the men of this country 
are not forgotten men so far as shoes are concerned, as 
looked possible for the first months of the year. 

In women’s shoes, whites still get first attention, but 
there is a definite increase in dressy darks, and “action” 
shoes for ladies of the military and home fronts. Pizitz 
(Birmingham) has “Cool and soft as powdered snow— 
WHITES—airy whites perforated cool-suedes soft as 
drifting snow—sparkling bright glazed kids—breeze- 
inviting sandals—slim slip-ons—smart spectators with 
tound wall toes . . . frosting for your dark sheer-con- 
fast to your vivid print—designed for your busy 

In Milwaukee The Grand announces “Scarce as a 
stond cup of coffe, Precious as nylons. . .. But the 
Grand has them—SPECTATORS. Maybe you 
thought they were gone for the duration . . . and they 
will be soon. But if you hurry you can still snatch up 
pair at the Grand. Creamy white suedes with brown 
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Above: Rugged shoes illustrated in a rugged 
fashion which tells at a glance that these 
shoes can “take it”. This ad by Sommer & 
Kaufmann in San Francisco also uses a large 
sized illustration in effective manner. 


Left: -Three shoes in large size, three de- 
scriptive sketches below them, a heading. 
three lines of copy and the store’s name- 
that’s all that’s needed to make this Geut- 


= ing, Philadelphia, ad stand out. 





calf trim . . . and honest-to-goodness leather soles!” 
$5.95. Maling (Chicago) uses a Santa sketch in their 
Whites and Spectators ad with a catch line you can 
remember for No. 18—“205 Days to Christmas—but 

only 12 days left to use your No. 17 coupon.” 
Turning to darks, The Bon Marche (Seattle) says, 
“There’s a shine to every one of our beautiful gabardine 
shoes. A touch of patent leather here or there! Five 
shoes sketched, $9.95 to $12.95.” Miller (Washington) 
pictures four shoes and a bag with the caption, “Cool 
and dark for a city Summer—and for Fall, too.” From 
Chicago comes another good coupon catch line. Joseph 
headlines, “You'll never see 17 again.” Sketched are 
eight high style models. While high heels and very 
open patterns are plentifully pictured in this “dark” 
group, Sommer and Kaufmann (San Francisco) alone 
accent in large type, “The last of the really high heels.” 
In walking types, Volk (Dallas) plays up their Pace- 
setters, “Here in complete size schedules! They’re right 
on the job. They’re right on casual duty. They’re right 
[TURN TO PAGE 81, PLEASE] 
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TIMELY TIPS ON FITTING 


















































Educating the teen-age customer in the necessity for well fitting shoes is an 
important part of the shoe fitter’s job. These youngster are willing and 
eager to learn how the principles of good fitting affect them and their shoes. 


WHEN the youngsters in the sixth, seventh and eighth 
grades begin to ape their fathers and mothers in height, 
they are stretching out for that final spurt in growth. 
When their coat sleeves barely meet their wrists and 
their trouser legs creep well above their ankles, their 
feet will bear careful watching. The short pants pro- 
gram became so prevalent in one junior high school 
that a thirteen-year-old boy went home insisting that 
his trouser legs be shortened to conform to the “style”. 

His father brought him in for a shoe fitting. He was 
wearing a 5B. His toes were curled and inflamed. I 
fitted him in a 744 AA combination. He was one of the 
“unfortunate” youths to own two pairs of shoes, the 
other pair being 444 C. Here was a well-formed foot at 
the top of the slide to malformation. The father was 
amazed but cooperative. A later check-up revealed that 
the boy was so relieved by the comfort in his new shoes 
that he has discarded all his old shoes, including gym 
shoes and house slippers. I have no fear that this 
family will again be caught napping or groaning in 
short shoes. 

That is only one illustration of a prevalent ill. To- 
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day’s youngsters are walking much more and much 
farther. By thousands they have joined Civilian De- 
fense Corps, Scout mobilizations and Victory gardeners. 
They are running errands, carrying messages, making 
deliveries and attending meetings. They are getting 
Commando training, gym and physical exercise with a 
new vigor. They are going places in a hurry and all this 
extra foot work makes them more and more conscious 
of the slightest foot discomfort. Their feet need careful 
measuring and more careful fitting that they may accom- 
plish their new duties in comfort. Fitting the seventh 
grader in the mother’s or the father’s size range presents 
its problems, to be sure, but they are not insurmount- 
able. First is the matter of size which may be and 
probably is, a shock to both parent and child. This can 
be explained by the fact that the young body is stretch- 
ing out, and the feet must follow the general increase in 
size. The measuring device does not lie and the foot 
must be given room to function properly if it is ex 
pected to bear the brunt of the new activities imposed 
upon it. 

The precious shoe coupon requires a fitting that will 
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Chapter IX 


THE TEEN-AGE TIMETABLE 


The Teen Age Customers of Any Shoe Store Present a Many- 


Sided Problem. Here Is an Analysis of That Problem and Some 


transcend the desire for a smaller size. The matter of 
style selection may be a little more serious if you are 
trying to fit a junior high school girl in a woman’s size 
range. This must be done with tact and a reference to 
asub-deb style. Girls of that age don’t mind being all 
legs but they certainly don’t want to be all feet. Since 
you cannot change the foot, the fit or the size, you must 
make the most of what styles you have. 

The young man with the elastic foot is not so hard 
to handle since he wants a pair of shoes “just like 
Dad's.” The trouble is finding in stocks the sixes and 
sevens in narrow widths. The military trend will help 
you sell wider toes, and the pressure of a new era will 
favor those heavy brogues. 

Teen-age feet are a problem child at any time. Just 
now they assume the proportions of a giant reorganiza- 
tion in physical development. Shoe buyers have taken 
their losses on narrow widths in small-size men’s shoes 
and kissed the problem goodbye with a vengeance and 
with what they thought was finality, but the matter 
returns to haunt them. Now come the tiny teen-agers 
who have outgrown the girls’ and boys’ sizes, to demand 
a fitting in sixes and eights within the means of their 
frayed purse strings. The cause is a lack of barefoot 
playing time, long walks and Commando training in 
their gym routine. 

The shoe stock that can boast of these sizes and 
widths in profusion can garner those coupons like fall- 
ing petals if it will follow its advantage with suggestive 
trims and clear size and width advertising. Many stores 
no longer carry narrow widths in small size men’s and 
women’s shoes. The shoe fitter fortunate enough to have 
an available stock for this purpose may easily gather 
to him a following for the cost of a few thousand busi- 
ness cards setting forth the facts: 
ls your teen-age boy or girl HARD TO FIT? 

Want to make your shoe coupon last FOR ITS DURA- 
TION? 

For a CORRECT FIT IN SHOES for GROWING FEET 

Try SAM JONES at Fitmore’s Store. 

AAA to D in Teen-age sizes. 

Distribute them well in the junior high school neighbor- 

hoods for excellent returns. Many a fond parent is 
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Suggestions That May Aid You in Its Successful Solution. 


daily scanning the display ads trying to find just one 
that will save a trip to several stores by stating that the 
necessary widths may be had for the asking. This is a 
vast field that has long been neglected and one which 
now assumes major proportions and the advertising pos- 
sibilities will have slight competition. 

You will find few teen-age feet that are correctly 
fitted when their shoes are worn out. These stretching, 
growing bones, muscles and tendons need careful 
examination at every opportunity. They should be 
guided into proper lasts and sizes that will assure the 
development of normal healthy feet. New and strenu- 
ous activities have plunged the growing feet of both 
boys and girls into a whirlpool of action. Keeping 
them free is your job. 

The flexible growing foot needs careful attention. It 
may be molded by correctly fitted shoes into a perfect 
pedal extremity or it may be misfitted and malformed. 
Teen-age time is the parting of the ways between future 
foot comfort and a life of foot ills. Not only is the 
molding of the foot important but also the molding 
of the mind. 

This is the age where the teen-age mind should be 
given an adult interpretation of the whys and where- 
fores of shoe fitting. It should be told in no uncertain 
language why feet must be fitted: for their proper de- 
velopment and the consequences of misfitting during 
this formative period. By patient, persistent coaching 
you can educate youth in all the intricate reasons why 
feet should be fitted to function properly and an edu- 
cated youth is the strongest asset to the shoe industry. 

In the matter of educating youth, the new shoe fitter 
is in an enviable position for his own recently acquired 
knowledge is easily transferable to willing minds. He 
realizes more vividly that feet, fitting and functions are 
an unknown quantity in the minds of youth and there- 
fore stresses his reasons more forcefully than some of 
us oldtimers to whom shoe-dogging bas become a matter 
of course. So firmly intrenched are we in our knowl- 

edge that it is an effort to realize that we must forever 
continue to pound home the most elementary reasons 
for correct fitting to our new customers. 
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Above—Afternoon cocoa follows the nap period and 

provides sustenance for the afternoon play session. 

Mornings are devoted to instruction in creative work. 

Right—The children hustle into their wraps to be 
ready when mothers call for them. 


Day Nursery Solves Absentee Problem 


FREED of anxiety about children left at home with planned menus, instruction in handicraft and real prac- 


catch-as-catch-can help, working mothers at the Trim- tical experience in the art of getting along with others. 
This nursery school was established a few months ago 
[TURN TO PAGE 79, PLEASE] 


foot Company, Farmington, Mo., are filling many of the 
jobs of men called into the armed forces. 

The little folks are kept busy, happy and well fed at 
the Trimfoot Employee’s Nursery and Play School all 
during the working day. Under the competent super- Story hour is popular with the little folks. Mrs. Hunt 
vision of Mrs. Lee Hunt and three able assistants, the tells stor ies to some of the children, while her as- 

uli : . ‘ sistants engage in activities with others in another 
youngsters get their fill of play, plenty of rest, carefully part of the building. 
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AN EXCLUSIVE 


BY Azz. 


FEATURE 


Ne other shoe has this patented, firmly re- 
inforced support that makes Selby Styl-EEZ Shoes 
such comfortable companions in these extra-walk- 
ing and energy-exhausting times. Like a gentle hand, 
the “Flare-fit” Innersole holds the foot upright 


if a graceful position, and snuggles up under 


the arch. It relieves the muscles of the constant 
strain of keeping the foot in balance. No other 
shoe duplicates the “‘Flare-fit’’ Innersole. The 
bridge between Fashion and Comfort, Selby 
“Flare-fit” Innersole is a powerful selling feature 


for Selby Styl-EEZ Shoes. 


* 


Selby Shoe Company, Portsmouth, Ohio 


ae New York Office: 3120 Empire State Building + New York Retail Store: Fifth Avenue at 38th Street 
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Merchandising Shoes By an 


“Unlaced Test”’ 

A special shoe-fitting test is high- 
lighted at Turrell’s Shoe Store, Seat- 
tle, which is one of both “fit and fash- 
ion.” Sales promotion now calls at- 
tention to a famous test which urges 
the customer to “Let your foot de- 
cide.” The customer is advised by spe- 
cial advertising as well as the fitting 
and selling staff to take a dozen steps 
in a pair of shoes before they are 
laced. This is known as the “unlaced 
test,” which enables the customer to 
see how the shoe itself has been made 
to grip like a glove, or fit snugly 
against instep and vamp even before 
any strings or laces are pulled. 

“See how they cling to your heel 
and instep” is the observation of the 
shoe store regarding the feel of the 
shoe before the laces are drawn, indi- 
cating snugness of fit along with the 
fashion rightness. In urging pros- 
pects to come in and make the “un- 
laced test” for themselves so that they 
will be convinced, the management of 
Turrell’s also points out: “It’s the 
smarter way to buy your new Fall 
shoes,”"—and by the same token it’s 
a smart way to sell them. 


* * 


“Those ‘Vanishing American’ Fav- 
orites.. .. Brown-&-Whites”—Flor- 
sheim Shoe Salon for Women, Chi: 


cago, Ill. 
* 8 # 


Farm Gossip Page 


Martin’s Shoe Store and Maier & 
Zahn Co., Beaver Dam, Wis., both ad- 
vertise on a weekly Farm Gossip page 
which appears every Tuesday in a 
local newspaper. 

The page contains ads of various 
merchants and also interesting and 
timely farm news. The farmers look 
for this page and read it carefully. 
Advertising on the page has a high 
pulling power. 


* + 


“Romance whites, to keep the glow 
of moonlight in his talk keep a 
dash of romance in your walk!”— 
Nisley, Washington, D. C. 
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OTHER PEOPLE’S IDEAS 





Training Booklet on Shoe 
Fitting 

Because the buyer of children’s 
footwear at Marshall Field & Co., 
Chicago, found that most informa- 
tion pertaining to the training of per- 
sonnel for his departments was cut- 
and-dried, stodgy, uninspired and dull, 
he devised an amusing little booklet 
of instruction entitled “How is your 
Shoe-Selling I. Q.?” It consists of 
1] pages, stapled together, each page 
a little longer than the one before 
it and each captioned horizontally at 
the lower edge with a title for the 
paragraph printed thereon. “Greet- 
ings” is the first which tells the most 
effective way to greet a customer and 
her child. “Information Please” deals 
with the kind of factual data which 
should be given each customer regard- 
ing Field’s filing and recording sys- 
tem wherein a complete record of that 
child’s foot needs is kept. “If the Shoe 
Fits” is another which advises the 
salesperson about testing fit through 
the heel, ball of foot, width, etc. Each 
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Soks Fifth Avenue used two shoes 
and an interesting headline to make 
this ad of walking types outstanding. 
The layout is simple but compelling, 
and the use of white space is notable. 





of the 11 pages covers a step in cor. 
rect and scientific shoe-selling. It jg 
brief, concise, clear and specific, and 
each page also has an amusing little 
drawing illustrating the point in ques. 
tion. 


In addition to fitting information, 
the booklet explains the file system 
in this department and the “check, 


double check” plan. After the sales. 
man’s selection of shoes has been 
examined on the child’s foot in the 
X-ray machine, a fitting supervisor 
makes a second check on the fit. 
Should he disagree with the sales- 
man’s choice, the salesman is advised 
“to make the change as quickly and 
efficiently as possible.” While at first 
there were a few salespeople who were 
resentful of another’s questioning 
their ability to choose a correct fit, 
they have found this system to be 
highly satisfactory. The customer has 
a final and unprejudiced assurance 
that her child has the correct shoe. 
And in almost every instance this 
clinches the sale. Reports are that, 
since adopting this procedure, returns 
in this department have been reduced 
by two-thirds. 
* + 7” 

“Lizagators from Brazil Our 
Good Neighbor to the rescue with 
Lizagator—jfor women must have rep- 
tile shoes. Beloved for round the 
calendar wearability, eternal smart- 
ness and supple comfort. Easy to care 
care for and extra-beautiful is small 
grain, matched patterns.”—!. Miller, 
New York. 


* x * 


Ease Store Traffic Load 


In this day of labor shortage 
brought on by the war, the problem 
of “peak” customer-loads, habitually 
falling at certain hours of the day 
and on certain days of the week is 
coming to present increasing difficul- 
ties to the shoe store. In some de 
fense cities these difficulties have be- 
come so great that at peak hours 
is practically impossible to handle 
the entire customer load. Thus, trade 
is lost, not only through actual loss 
of business, but also because of il 
will created when customers could net 
be waited on promptly. 
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A survey of shoe stores and other 
businesses in a Western defense area 
reveals the following solutions to the 

load problem: 

ADVERTISE “LIGHT” PERIODS: 
In advertising, stress to the reader— 
and potential buyer—the advantages 
of shopping when most others do not. 
Emphasize such facts as lack of crowd- 
ing, better and more prompt service, 
getting the pick of the merchandise 
before the rush hour arrives. Pound 
home by constant repetition your 
store’s particular “light periods” and 
light days. 

ADJUST BUSINESS HOURS: 
Many stores throughout the nation 
have managed to cut down peak loads 
by changing opening and closing 
times. Little business is done in early- 
morning hourse as a rule, so there 
js little inconvenience caused by open- 
ing at 9 instead of 8 or 8:30. The 
added hour or two at the end of a 
day not only spreads the buying 
hours, but gives workers a chance to 
shop. In many cities stores have one 
day a week when they open at noon, 
close at 9:00 in the evening. 

CAMPAIGN FOR TELEPHONE 
ORDERS: With gasoline and tire ra- 
tioning, it is not difficult to convince 
the average buyer the relative merits 
of telephoning for information rather 
than making a special trip downtown. 
True, the government has asked that 
unessential calls be kept to a mini- 
mum, but carrying on business is 
extremely necessary to the welfare of 
the country as a whole. A telephone 
call is far better than use of valuable 
mbber and gasoline which might 
stherwise be saved. With shoe styles 
and colors restricted by rationing, it 
should be increasingly possible for 
shoes to be ordered over the tele- 
phone 


STAGGER YOUR SALES FORCE: 
Study your “stagger system” for work- 
es. Is your sales force actually ad- 
justed to meet wartime buying peaks 
weficiently as possible? Make sure 
that the largest force is actually on 
duty when the customer load is heavi- 
tt. Try to eliminate a surplus of 
eltks when the load is light—man- 
age, if possible, to fit the “extras” in 
when the load demands. 

ADVERTISING ‘“‘LEADERS”: 

it a practice to advertise certain 

” and “leaders” for tradition- 

ally light days. In this way, custom- 
@s will be brought into your store 
when you are best able to handle 
t By the same token, avoid mak- 
Mg especially enticing offers on days 
the customer load will normally 
Make your customers shop 
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when you want them to, by intelligent- 
ly scheduling your specials. 
* * * 


“Cool as a breeze Shoor- 
Treds designed with Philadelphia in 
mind. You'll feel as though you just 
took a dip in the ole swimmin’ hole 
when you wear Cool-Treds_ with 
dozens of air ducts to pump air in 
and out as you walk. . . . Unlined 
and comfortable for ‘comfort from 
the first step.’”—Geuting’s, Phila- 
delphia, Pa. 
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Placards Announce Rules 
About Coupons 


Placards to drive home to the pub- 
lic the obligation upon them to pre- 
sent shoe ration stamps attached in 
ration books were distributed through- 
out the state of Michigan through 
action of the Detroit Retail Shoe 
Dealers’ Association. 

Cards are about 10 by 12 inches 
and printed in large type: “GOVERN. 
MENT REGULATIONS forbid us to 
accept loose rationing stamps.” 

They were distributed to all local 
shoe men at cost, through Sam Plot- 
ler, secretary of the DRSDA. 
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FULTON AT FRESNO STREET—FRESNO 


Along the lines of conservation, Roos 
Brothers in Fresno, Calif., illustrated 
in this manner the rules for keeping 
shoes looking their best. The sketches 
are both amusing and informative. 


Transit Advertising Timely 


“With many sources of transporta- 
tion cut off, local trolleys, buses 
trains and suburban trains are carry- 
ing more passengers than ever be- 
fore. We have found that by placing 
advertising cards in these transit 
cars, new business is constantly be-. 
ing attracted.” So states Stanley Ber- 
ger, manager of the Dr. M. W. Locke 
Shoe Store, Philadelphia. 

In addition to this type of adver- 
tising, the Dr. Locke store conducts 
radio programs three times a week. 
“by always keeping your name in 
front of the public,” Mr. Berger con- 
tends, “you can’t help but get a cer- 
tain percentage of new customers 
every week. And new customers are 
what you need to. always keep your 
lines moving, as old customers may 
sooner or later leave.” 

* * 

“WHITE as Fifth Avenue wears it 
"A. S. Beck Shoes, Detroit, 
Mich. ; 
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“Who's Boss—You Or Your 
Feet?” 


“Do Your Feet Ration Your Walk- 
ing?” was the heading of a recent 
shoe advertisement of the Emporium 
department store, St. Paul, Minn. 

At the left of the question was the 
cut of a woman, slumped in a chair, 
with her shoes kicked off. 

The theme was continued in a para- 
graph that began, “Who’s Boss—You 
or Your Feet?” The answer followed: 
“If you’re a mid-day Slower-Downer, 
better head for the Emporium now! 
Spend your Ration Coupon for shoes 
that take Walking Orders from You.” 


* * * 


Mirrors in Window 
Backgrounds 


Large mirrors used in the windows 
of the Burt Shoe Store in St. Paul, 
Minn., create an enlarging back- 
ground adding much to the attractive- 
ness of display. These mirrors are on 
either side of the entrance door and 
on both sides of the wall at the front. 

A series of curving graduated plat- 
forms, four in number, painted white, 
run through the entire space. On 
these, shoes of every type, many of 
them in novelty styles which the store 
still has in stock, make a large dis- 
play. 

To accent the shoes, wide pieces of 
rose colored satin are draped at in- 
tervals down the step-like display 
unit. On the wall space between the 
mirrors, wreathes of pink Spring flow- 
ers are woven. 











Stephenson Hails Shoe Rationing Success 


OPA Executive Tells Boston Retail Board Govern- 


ment Sought Reduction in Sales of Shoes Made 


from Critical Materials Amounting to 30,000,- 


000 Pairs and Says This Was Accomplished. 


INTERESTING observations regarding the recent 
“buying rush” to spend Ration Coupon 17 before it 
expired on June 15 were contained in an address which 
W. W. Stephenson, Footwear Rationing Executive for 
the Office of Price Administration, delivered at a 
luncheon meeting of the Retail Trade Board of Boston 
at the Parker House, June 23. Mr. Stephenson answered 
statements that have been made to the effect that retailers 
sold more shoes between February 7 and June 15 than 
were sold in the same period last year by saying that 
this could be true without impairing the operation of 
rationing as the government intended it to operate. He 
said a reduction in sales of shoes made from critical 
materials to the extent of over thirty million pairs per 
rationing coupon period was what the government 
wanted, and he maintained that this reduction was 
accomplished in the period ending June 15. In the 
course of his address, Mr. Stephenson said: 

“We have observed numerous comments by the press 
on the effect of the recent rush to spend Stamp No. 17 
before it expired on June 15. Since there is apparently 
considerable misunderstanding as to how this rush may 
react on the supply of shoes we feel called on to make 
some clarifying statement. 

“The result of numerous consumer surveys indicated 
to us and to the trade that a sizable percentage of un- 
spent stamps remained in consumers’ hands as late as 
June 1. Therefore the tremendous buying surge which 
took place during the last few days was fully antici- 
pated and was no surprise. 

“In order to properly understand this problem, some 
consideration should be given to the purpose of shoe 
rationing. This purpose is two-fold. First, to dis- 
tribute equitably that footwear which represents basic 
necessity, and, second, to conserve for such equitable 
distribution basic shoe materials and essential man- 
power. Basic materials mean primarily, leather and 
rubber. 

“The rationing program is designed to reduce the 
consumption of shoes made from these critical mate- 
rials to the extent of approximately one hundred mil- 
lion pairs per year. Shoe stamps are being issued to 
individuals on a basis calculated to bring about this 
result. It should be remembered that when shoe stamps 
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are issued, production and inventory of footwear is in 
sight to validate them. If the stamps are spent in an 
erderly manner by individuals, the industry can fune- 
tion in an orderly manner. A rush during any part of 
the validity period brings about a temporary shortage 
in retail inventories and inconvenience to retailers and 
consumers. The tendency to delay until the last minute 
seems to be a part of human nature and is evidenced 
by last Christmas shopping, last minute filing of income 
tax returns, late application for automobile license 
plates and in many other instances. 

“With this buying stampede freshly in mind, picture 
what could happen without rationing if the public for 
any reason became panicky about the continued avail- 
ability of shoes. Instead of spending a ration stamp for 
one pair of shoes, these same crowds would have bought 
multiple pairs and in many instances sizable quantities 


per person. 


“THE suggestion was received from many sources 
that we continue the validity of Stamp No. 17 after 
June 15 for the purpose of bringing about more orderly 
buying. This suggestion could not be accepted for the 
reason that our calculations are based on a certain 
number of stamps being unspent and becoming invalid. 
These unspent stamps very largely offset the supple- 
ment rations issued for work shoes, children’s shoes 
and in other cases, where hardship would develop. If 
Stamp No. 17 remained valid until completely spent, 
the full amount of supplemental rationing would accrue 

as an extra drain on inventory and production. 
“Statements have been made to the effect that re- 
tailers sold more shoes during the period February 7 
to June 15 than were sold in the same period last year. 
This could be possible without the intended effects of 
rationing being impaired. As mentioned, the rationing 
program calls for a reduction in the sale of shoes made 
from critical materials to the extent of slightly over 
thirty million pairs per validity period. This reduction 
was accomplished during the period ending June 15. 
However, several million pairs of so-called “play-shoes,” 
Mexican Huaraches and sandals were released by 
Amendments 2° and 5. These were largely liquidated 
[TURN TO PAGE 93, PLEASE] 
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IN WAR AS IN PEACE 


RENDERS MERITORIOUS SERVICE 


A million navy men will soon wear 
Curtis shoes. And many more will learn 
to know the comfort of these dressy ser- 
viceable shoes, their firm support, their 
tugged wear. When peace is won these 
men will insist on Curtis shoes because 
they’ve learned the value and the character 
of footwear made by Curtis. Our pledge to 
navy men applies as well to Curtis retailers 
— the fullest measure of our skill to make 


the finest shoes experience can fashion, for 





FOUR GENERATIONS OF 
FINE SHOEMAKING 








July 15, 1943 


the finest navy in the world — and for 
civilians. A well shod nation — men in 
service and at home — can better wage 


this war for global freedom. 


Nearly two years before Pearl Harbor 
Curtis production facilities were increased 
so that deliveries of both Navy and civilian 
shoes would be adequate, to keep our Navy 
shod with better shoes, to keep our loyal 
dealers serving busy men at home. 


CURTIS SHOE CO. INC. “rt80R0: mass. 









RECORDER 


REPORTS 


72 F 














E §tNDUSTRY 





Keven of the Kelacl feade 





BUSINESS DROPS IN 
NEW YORK 


THE inevitable reaction after the 
early June buying rush has set in in 
New York stores. Although a number 
of the better grade shoe stores, selling 
men’s and women’s shoes, report fig- 
ures as good as, or better than, last 
year’s, the big department stores re- 
port a sharp falling off of business 
since June 15. This is partly attrib- 
uted to the very hot weather, partly 
to low inventories, but the main cause 
is considered to be the reaction follow- 
ing the mad rush to spend coupon No. 
17 before the deadline. Merchants 
look to two quiet months before Fall 
business begins. Some hope that the 
spending of coupon No. 18 will spread 
itself out over six to eight weeks in- 
stead of concentrating in the last two 
weeks of October. This hope is based 
on the belief that most people will 
want to buy their Fall shoes before 
such a late date. 

Shoppers who have come in to 
spend their new coupons are those 
who spent their No. 17 early or who 
were unable to spend it at all, because 
of the crowds, according to the opin- 
ion of some. Some people are spend- 
ing their coupons “in reverse,” is the 
way one merchant puts it. With No. 
17 they bought Fall shoes or shoes 
that will carry over into Fall. Now, 
with No. 18, they are buying Summer 
whites, if they find styles which they 
like. Unrationed shoes, cool and 
Summery, are in great demand for 
both women and children. Men are 
also buying cool, light weight shoes 
in perforated and woven treatments; 
also plain toe military types. Growing 
shortages in children’s shoes were 
noted by the buyers in several chil- 
dren’s departments, 

Most New York stores are agreed 
that exchanges were surprisingly 
small, in many cases below normal. 
Only one store, member of a leading 
chain, reported a large number of ex- 
changes. Otherwise. exchanges proved 
to be “surprisingly” small, normal or 
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even below normal. Several store 
managers, including chains, explained 
that shoes had been sold in their stores 
only after careful fitting. 

Said Joe Zahn of the Selby Shoe 
Store, “We had a limited number of 
returns. Business in both men’s and 
women’s departments has been slight- 
ly better than the same period last 
year, but we had expected it to be 
even better than it was. We had 
thought that the last two weeks in 
June would be like the period im- 
mediately following the introduction 
of rationing last February.” 

Jeff Davis of the Fifth Avenue Stet- 
son Shoe Shop said, “We have had 


surprisingly few returns and ex- 
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Walking shoes on comfortable heels 

are chosen by Volk Bros., Dalias, 

Tex., as good promotional material 
for early Coupon 18 advertising. 


————___ 


changes. We expect business to pick 
up again around the middle of August 
and to have good Fall business from 
then on, through October.” 

C. F. Perpeet of the Fifth Avenue 
Walk-Over Shoe Store said, “Our busi- 
ness is holding its own compared with 
the same period a year ago. Returns 
the last two weeks in June have been 
low, that is about average and so be- 
low what we had expected. Women 
have been buying opened-up walking 
types with their No. 18 coupon and 
men, woven, perforated and plain toe 
military types.” 

Sydney K. Kaufmann of the Wise 
Shoe Stores, Inc. reported: “Business 
has been way off. It is beginning to 
pick up a little now. Exchanges have 
not been as big as expected; they've 
even been below average. Our fitting 
clerks really fitted the shoes. They 
didn’t just high pressure the custom- 
ers into buying and they had sizes to 
give them. What women wanted most 
were blacks, browns, blues and tans.” 

Reporting from the department 
store angle, A. R. Rosenberg, mer- 
chandise manager at Alexander's, 
said, “Our shoe business has been a 
wash-out. We had been prepared for 
an avalanche of returns but had sur- 
prisingly few. Business needs a stim- 
ulant. At present we have on hand 
Fall suedes, blue and red shoes and a 
good stock of whites.” D. D. Trager 
of the same store, buyer of women’s 
shoes, commented, “Business for the 
Jast two weeks in June was bad. We 
expect our real Fall business to be 
concentrated in the five weeks before 
October 31.” 

I. Schacter, also of Alexander's, 
buyer of children’s shoes, reported, 
“There is a tremendous call for non- 
rationed shoes for children to take the 
place of sneakers; also because 
mothers are saving their children’s 
No. 18 coupons to use on back-to- 
school shoes.” 

Harry Cohen, of Abraham & Straus 
said, “Our women’s shoe business has 
been extremely bad as against last 
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“Eeny, Mceny,: 
Miney, Ue... 


When a man chooses the pair 





of shoes for which he must 
surrender his precious ration 
coupon, he gives the matter 
very serious thought—certain- 
ly, it isn’t done by the “eeny, 
meeny, miney, mo” method! His 
final choice will usually be a Designed fir cei ie 
shoe with a familiar, trusted WITH AMERICA'S “SOLDIERS IN CIVVIES 
brand name. You, as a Jarman SOUL 
dealer, have a very real asset ae 
in the customer confidence the 

Jarman name inspires. For 

more customers, more ration 

coupons, constantly identify 

your store with the Jarman 

name. Use the smart tie-in 

material that has been prepar- 

ed for you. The window dis- 

play at right is part of the 

“Townsman” promotion, which 

ties in with Jarman color ads 


in Life and Saturday Eve. Post. 


TO RETAIL AT 


$585 to $985 
MOST STYLES 


SHOES FOR MEN 


JARMAN SHOE COMPANY 
Division General Shoe Corporation 


NASHVILLE «e TENNESSEE 




















If deliveries of rubber soles and heels for civilian use are SLOW 
— don't blame the manufacturer whose brands are involved —he 
is only doing his part to keep the Armed Forces well shod. 





We know our deliveries for the civilian trade are very slow and 


here are the reasons why — 





Over %& million pairs 

delivered to U. S. 

Army for use on 

type No. 2 shoes. 
Over %& million pairs 
delivered to U. S. 
Naval Training Centers. 


Over %& million pairs 

Uskide Quality Full Soles Over %& million pairs 

to be used on Type 3 of whole heels used Russian Army “‘Lend- 

Combat Shoes in 1943. on new and repaired Lease” Heel made 
shoes for U.S. Army. with metal plate. 





Over %& million pairs 
Wood Core Half 
Heels delivered for 
new and repaired 
U. S. Army shoes. 


% in. Women’s Heels, 

standard equipment 

for WAVE, WAAC Over *& million pairs for 
and SPAR shoes. U. S. Navy new shoes. 


=< UNITED STATES RUBBER COMPANY 


network every Sunday octuo! 
afternoon 3:00 to 4:30 1230 SIXTH AVENUE + ROCKEFELLER CENTER - NEW YORK % fer oe oe 
P. M. Eastern War Time figures are not shown. 
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vars figures. There have been a lot 
gfreturns, but not above normal. Wo- 
gen who had bought way ahead on 
No, 17 are now using their No. 18's.” 
MA. Lefcourt of the men’s shoe 
r nt at Saks-Fifth Avenue said, 
“Business has held up normally. The 
demand for sport shoes, especially tan 
and white combinations which we have 
een able to supply, has increased 
jusiness considerably. I don’t believe 
there will be such a big rush at the 
ad of No. 18 coupon as at the end 
a No. 17. Instead, I expect that the 
buying will spread out more evenly 
fom September 1 to November 1. 
There will probably be very heavy 
buying all through September. We 
cm anticipate a 5 per cent drop in 
july and August from last year, be- 
me there will be fewer commis- 
men buying shoes. Business 
be more even because of tax 
0 Odds and ends are gold as 
x. shoes are concerned.” 
Kay, buyer of children’s 
shoes at Saks-Fifth Avenue said, 
“Business is normal compared with 
last year in spite of a lack of sneakers, 
play and bathing shoes. Returns after 
the rush period have been less than 
anticipated.” 
Joseph of Rappaport, Morris 
Inc., children’s specialty store. 
ted, “Business the last two 
pin June has been very good. It 
ahead of a year ago. There has 
Ma terrific demand for Summer 
, anything cool, for sneakers 
other shoes to wear to the 
beathes. We could have sold manv 
rationed shoes if we had had them.” 


STEADY BUSINESS 
IN CHICAGO 


CK to normalcy” expresses the 


condition of shoe shops and depart- 


ments now the hectic days of early 
me are but a memory with some- 
thing of a nightmarish quality. Busi- 
tas has been steady, not rushed, and 
most shoe dealers have expressed 

as considerably surprised 
that the demand for white footwear 
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FIRST thought 


as to the best way to use your 

new No. 18 Ration Coupon— 

for shoes that will be good for 
. + » daytime or dressy wear 
-. + rain or shine 

—in short, for 


Meditary 
Calf 


DYNAMICS 4, 


‘The shoes famous for VALUE in every 
way ... in style, comfort and long wear 


© Bring Sager Ration Seok... BO NOT 
DETACH Conpon Number 18 
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Military calf in four types is pro- 
moted by William Hahn & Company 
in Washingten, D. C. 





has continued so steadily with the ad- 
vent of coupon No. 18. A visit to the 
various big stores reveals the fact that 
at least half the customers are trying 
on mid-Summer shoes. Of course the 
supply of these is approaching a new 
low and replacements are far in the 
future. 

Advertising, on the whole, has been 
in approximately the same proportion 
as in the past and, although specific 
models are illustrated in the ads, shoe 
men look at this publicity largely in 
the light of institutional advertising. 
They feel that they must keep their 
firm name before the public especial- 
ly now when the doors are open wide 
to an entirely new group of customers. 
However there are those who fear, 
through too much advertising, that 
they will end by selling themselves 
out of business. Inclined to this lat- 
ter point of view is F. E. Foster & Co. 
who recently sent personal letters and 
identification cards to all their charge 
customers, stating, “F. E. Foster & Co. 
are endeavoring in every way to assist 
you in getting maximum satisfaction 
out of your necessarily restricted shoe 
purchases. 


“We will avoid making public an- 
nouncements to attract casual buyers 
seeking the advantages of the longer 
wearing, better looking Foster shoes, 
and we will endeavor to maintain 
ample stocks to serve our regular 
patrons. 

“The purpose of your Foster Patron 
Card is to assure you that you may 
make your selection of Foster Shoes 
in a leisurely fashion and not neces- 
sarily rush your purchase of shoes 
now that No. 18 coupon is valid.” 

This company finds that their trade 
now is largely “Fall minded.” Since 
the present coupon must last until Oc- 
tober 31 they find the demand is for 
shoes suitable for Autumn and Win- 
ter wear. Customers are not particu- 
lar about wanted styles, but for the 
most part, are pleased to get any shoe 
which fits properly. 

The advertising at Field’s is defi- 
nitely less than formerly. Smart shoes 
from the Staccatoe Shop have been 
eagerly bought. Featured as “a sassy 
pump in cool linen with a rakish bow 
designed to shorten your foot” was an 
open-toe sling-back pump available in 
black, brown or natural. An ideal hot 
weather shoe, this met with prompt 
customer acceptance. In the Shoe 
Salon, where only higher priced shoes 
are sold, Field’s featured “Black 
Beauties” of suede, mostly in open- 
toe styling, short vamps trimmed with 


large bows, rosettes and pompoms. A 
successful sale was held in the base- 
ment division where they featured a 
special purchase of walking shoes, in- 
cluding eyelet Blucher ties, with per- 
forated vamps, military strap oxfords, 
and calfskin pumps with broad over- 
lapping tongues. Fashioned of calf- 
skin with welt soles, they were very 
much apreciated by the public. 

It is significant of the times that in 
the upstairs department of Field’s in 
a large section devoted entirely to play 
shoes and boudoir footwear, the only 
item on display is the unrationed 
Mexican huarache. Here one former- 
ly saw a vast assortment of all types 
of beach and play wear, satin mules 
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of infinite variety, kid house slippers, 
legion in number. None of these is 
visible today—just long counters of 
the huarache in natural leather. 

O’Connor and Goldberg also played 
up suedes, stressing a cross - strap, 
sling-back pump and five-eyelet ties, 
both with large perforations over 
vamp and strap. A “find” in the 
opinion of many customers was a 
pump of navy suede, since this is a 
color increasingly hard to get. O-G’s 
still play up oxfords and pumps in 
black or tan calfskin of the utility 
type. 

Walk-Over have continuing success 
with their military oxford of calf, find- 
ing exceptional acceptance with girls 
entering the military services. 

With play shoes in the foreground 
of the picture, Carson’s advertised 
them of unlined leather with fringed 
tongue and modified platform heels; 
these were quickly bought as service- 
able both at home and for country and 
beach wear. 

Mandel’s have been featuring war- 
workers’ shoes with protective toes. 
Made in ghillie style in black or 
brown, these have had ready accep- 
tance, especially since there is a pos- 
sibility that those buying them from 
occupational necessity may be able to 
get an additional coupon later. 





FALL SHOES APPEAR IN 
NEW ORLEANS 


SINCE the unprecedented buying 
last month, merchants in New Or- 
leans, La., have acquired additional 
stocks of white shoes—notably the 
Imperial Shoe Store and Holmes De- 
partment Store who were fortunate 
in receiving shipment on white shoes 
which had been on order for some 
time. 

For the past several weeks em- 
phasis has been placed on non-ra- 
tioned play shoes by the majority of 
shoe merchants in New Orleans 
mainly to bridge over the period be- 
tween the expiration of #17 shoe 
stamp and the time when they begin 
to push Fall lines. Godchaux’s fea- 
tured a wooden-soled oxford of nat- 
ural linen with a half-leather lift on 
the heels which is proving a popular 
number. Holmes’ shoe department 
stressed its remaining stock of whites 
together with non-rationed play shoes. 
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The Imperial Shoe Store, according 
to Albert Wachenheim, Jr., received 
a new shipment of whites which they 
featured along with wooden soled 
and non-rationed play shoes. 

Since the seasonal buying habits 
of New Orleans are “off beat” so far 
as the rest of the nation is con- 
cerned, Fall shoes begin to appear 
in July. Keller-Zander and Kreeger’s 
are two stores already featuring dark 
Fall colors in patents and suedes. 
Paul C. Edmunds, manager of Kree- 
ger’s shoe department, states they 
will feature reptile heavily for Fall. 
This store has always been partial to 
reptilian leathers. 

New Orleans shoe merchants are 
unanimous in the hope that the shoe 
industry will somehow work out a 
shoe quota basis which will permit 
them to know how to merchandise 
and plan with as little confusion as 
possible. Especiaily are they hope- 








|. MILLER’S 
JULEP-COOL 
WHITE SANDAL 


$] 3% 


A beautiful broad-strap sandal designed 
with all of |, Miller’s skill to make your foot 
look small and dainty. Finest white crushed 
kidskin with lots of perforations for the 
reas mens comfort. Comfortable 
mi t gives r foot ‘ect 
balance and poise. . _ a 
SHOE SALON—LEVY'S THIRD FLOOR 


Levy Bros. in Houston, Texas, make a 
white shoe ad look as appetizing as 
a long cold drink. 


ful that the period in which #4 
coupon is redeemable will see some 
of the snarls untangled that were a 
tendant to 17 coupon. 


The outstanding problem in Ney 
Orleans, as it must be elsewhere, § 
a greatly diminished supply which 
does not come anywhere near mee 
ing the demand. Customers, with 
more money to spend and an ip 
creased awareness of quality, fit and 
comfort, began buying higher priced 
footwear as early as last January, 
with a gradual up-grading trend from 
then on. $15 and $18 shoes sell as 
easily, if not easier, than the price 
range of $8 and $10... which does not 
mean that the cheaper grades are 
suffering in sales here in New Or 
leans. Anyone who has a pair of 
shoes, no matter what price or qual 
ity in New Orleans—can sell ’em 
There just isn’t enough merchandise 
to go around! 

July 10th saw stores in New Or 
leans closed on Saturdays to give 
over-worked employees a rest during 
the hot Summer months and to slow 
down sales with the hope that supply 


and demand can be kept more 
equitably balanced. 
Albert Wachenheim, Jr., of Im 


verial Shoe Store, however, started 
closing all day Saturday on June 
26th; this closing will remain in ef 
fect until September 4th. Mr. Wach- 
enheim feels the Imperial employees 
deserve the day off and that, since 
they are normally open only from 
10 until 2:30 on Saturday, there was 
no reason to keep the store open for 
those few hours on Saturday. The 
time could be used to good advan- 
tage by his employees, he believes. 
in rest and relaxation from a busi- 
ness that has become, due to ration- 
ing, a nerve-wracking one of placat- 
ing customers, maintaining good-will 
and at the same time keeping them 
well shod. 

Lewis A. Scofield of Cuboid Foot 
Balancers declares that defense work 
and shoe rationing have caused con- 


sumers to demand fit and comfort 
never before. Women, who previously 
insisted upon cramping their feet into 


shoes a size too small, have thrown 
vanity to the winds and now insist 
upon perfect fit and as much com 
fort as possible. "Tis an ill wind that 
blows no good! 
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It is with great pride that we present 
Timber-Toppers* to our trade. There 
have been wood-soled shoes before, 
but never any like these. The secret 
lies in the way the wood is handled 
-.. Cross-grain cuts of fine hardwoods 





like cherry and maple, diced into a 
checkerboard of free action, 4 inch 
squares, to make soles that give to 
the slightest motion of the foot. So 
flexible are Timber-Toppers that 
they follow the natural muscular action of the foot in 
walking, flexing not only from heel to toe but diagonally 
and crosswise, as well. They’re quiet . . . a narrow leather 
welt takes care of that. They’re water-resistant . . . more 
so than leather soles because every tiny cell of the wood 
is impregnated with a water-repellent solution. They’re 
non-skid and shock-absorbent . . . that’s the “‘knee- 


action”’ effect of all those mobile squares of wood. And 

they wear like iron! Our sales representatives will be 
calling on Matrix and Collegebred dealers within a few 
days to demonstrate Timber-Toppers and show the 


three styles that will be available for early Fall selling. 


E. P. REED & COMPANY, ROCHESTER, N. Y. 
MATRIX STYLE STUDIO, 47 WEST 34TH STREET, N. Y.C. 





Basically new technique 

in the use of wood 

results in long-lived q 

shoes of unusual light- 

ness, softness, flexibility. 
/ 
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CHANGED BUYING HABITS 
ON COAST 


An analysis of shoe retailing since 
June 15 has caused thoughtful man- 
agements in Los Angeles to review 
their entire merchandising plans. 
Many changes in the buying habits of 
their present clientele are apparent. 
Furthermore, preconceived ideas on 
what the public would buy when shoe 
rationing was in full swing have 
caused many stocks to be out of line. 

As for volume since No. 18 coupon 
became valid, women’s business in the 
medium and top grade lines is from 
30 to 50 per cent ahead of last year’s 
corresponding period, while the men’s 
volume is quite a bit under last year. 

The usual general sales period, plus 
no sport shoes to sell this year is the 
accepted version of the dullness in 
men’s stores and departments. As a 
matter of fact, men are pretty well 
supplied with shoes right now, and 
are sitting this period out. Some 
stores by promoting the permitted 
sport wedge heel kinds for one class 
of wearers, and by promoting a high 
grade utility shoe for the well paid 


sO 
We 


war workers, have managed to keep 
their volume up fairly well. 

During the mad rush to cash No. 17 
coupon, P. T. trade practically dis- 
appeared. Now they have come out 
of their hiding to buy many types of 
shoes. And what is most interesting, 
many “new money” customers for fine 
shoes, are now opening accounts for 
the first times in their lives. They, too, 
are now becoming an important Per- 
sonal Trade factor. 

Stores reaping this harvest of new 
customers are the ones who never let 
down their standard of shoe selling 
and fitting regardless of the milling, 
clamoring crowds wanting. to buy 
shoes in June. 

Stocks are considerably out of line 
in many stores. An amazing number 
of women shopped the town frantically 
in their quest for top grade white 
shoes as stamp 18 became valid, which 
goes to show that the established prac- 
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the cosiest mest prectical summe shoe 
you could find — these sort 

meth shoes, le nevy, brown, or 
bieck look well with every 

werner costume ere es high! 

as @ feather on your tee! 
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Mesh in three styles for Summer wear 
is featured as providing cool comfort 
by Wyman, Baltimore, Md. 





tice of sale-ing white shoes the first of 
July was habit, and not necessity in 
Southern California where white shoes 
are wearable nine months in the year. 

Increased business can be traced di- 
rectly to the widespread interest in 
good quality style shoes, with lower 
heels and more conservative types ac- 
counting for a normal business. 

All stores apparently bought too 
few whites and dressy types. Buyers 
are now correcting this in orders now 
being placed. Entirely too many low 
heeled shoes were bought in anticipa- 
tion of a tremendous swing to shoes 
of this kind when ration tickets be- 
came necessary. However, there is 
nothing alarming in this condition, as 
these shoes are practically the same 
weight for Summer and Wintér. so 
stocks can be easily equalized at no 
great hazard. 

Local management is now decidedly 
interested in HOW shoes are sold. 
rather than what is selling or what 


to promote. This is especially true in ~ 


shoe stores and departments operating 
in the great middle and top grades 
where most of the present action is 
taking place. 

Some interest is evidenced in non- 
rationed play shoes, but the consumer 
is willingly parting with No. 18 cou- 
pons for good casual types, and in 
far greater numbers than buyers an- 
ticipated. 


Buyers who held back their Falj 
suedes and patents from the June rush 
are now finding ready acceptance for 
them. Alligators, reptiles and simp. 
lated leathers are coming in for con- 
sistent seasonal promotions. 


NO. 18 MOVES SLOWLY IN 
HOUSTON 


Despite the hottest Summer re 
corded and a heavy demand for white 
shoes, Houston, Tex., shoe men report 
No. 18 coupons moving very slowly, 
due, largely, to the entirely unex 
pected rush of buying during the last 
few days before the expiration of 
Ration Stamp No. 17. Consequently, 
stocks are depleted and the buying 
public has plenty of shoes. 

The big news and the best seller 
is alligator lizard in rust and in to- 
bacco tones. Sparkling black patent 
remains a close second, mainly in 
sandals; pumps are scarce. Baby 
doll lasts are good. A few navy blues 
remain on hand, but it is not ex 
pected that they will last long. Pol- 
ished leathers are strong with men 
and women. For the latter, they are 
the logical replacement of the favor- 
ite but defunct brown-and-white spec- 
tator. With men, it’s the popular 
“Army” tones. Incidentally, black 
for men has made a great comeback 
as a general purpose shoe. The vie- 
tory wing, it is reported, will not re- 
place the wing tip among quality 
buyers. 

A few stores. have added non- 
rationed items as sidelines, but do 
not plan any promotions. The main 
emphasis will be on window and 
counter displays. Sales have been 


LLYN 





steady but not startling on access0 
ries such as play topper hats, and 
socks of a fine mercerized lisle with 
initials on the cuff are holding favor 
again this year. Bags continue t 
sell without pushing. Lack of space 

is one detriment to innovations. 
Several chains have lost their man- 
agers to selective service, but the main 
difficulty is the replacement of floor 
[rurn To Pace 70, PLEASE | 
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MISSION ACCOMPLISHED... 


She’s hitting her objective “on the nose”. . . doing her tough assign- 
ment bravely and well. Daily she plays her manless role as the 
arbiter of the home front’s wartime destiny. 


Beset by rationing and shortages . . . steering a sure course between 
high prices and black markets, today’s American home-maker comes 
through safely because she is trained. 


Her well-thumbed manual for the advice she needs is, as always, 
the woman’s magazine. Today millions of women are reading the 
Companion more searchingly than ever . . . finding it timely 

and indispensable. 





August Companion 
Gives Some Advice About 


Next Shoe Purchase 


Now that Coupon 18 must be skil- 
fully used if the family is to main- 
tain its footing, we expect much 
attention to the Companion’s 
August wearables, and especially 
to “Haberdashery With a Dash,” 
featuring shoes and the scarves 
and gloves that go with them. All 
suggested, of course, with an eye 
to ultimate chic and wartime wear. 
In covering shoes as with other 
home front topics, the Companion 
is topical, timely, and always 


practical! 


Display These Products 
Advertised in the Companion 


Daniel Green Slippers 

Dr. M. W. Locke Shoes 

Enna Jettick Shoes 

Krippendorf Foot Rest Shoes 

Weather-Bird and Peters 
Diamond Brand Shoes for 
Boys and Girls 

Selby Styl-Eez Shoes 


Womans Fe 
OMmpanion 


THE CROWELL-COLLIER PUBLISHING COMPANY, PUBLISHERS OF WOMAN'S HOME COMPANION, COLLIER’S, THE AMERICAN MAGAZINE 


UNDERSTANDING WOMEN IS OUR FULL-TIME JOB 


July 15, 1943 
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Plastic Insoles for Jungle Boots 


A NEW type plastic insole for the jungle boot which 
keeps the foot dryer and at the same time may be 
easily sterilized by washing with soap and water has 
been developed by the Quartermaster Corps. The insole 
is made up of five layers of plastic screening, four of 
which are coarse mesh and the other one fine. This 
composition permits a maximum of ventilation between 
the foot and the rubber sole of the boot. 

Field tests have indicated that a sharp reduction in 
fungus foot diseases may be expected from use of the 
new type insole since it removes most of the conditions 
under which they thrive. In the tropics, where the feet 
are continuously damp, as from perspiration, such dis- 
eases as athlete’s feet, Dhobie itch, Singapore foot and 
Tinea are prevalent. 

Since the plastic insole is virtually non-absorbent 
and quick-drying, it lends itself to easy sterilization 
which is effected by soap and water if no stronger dis- 
infectant is available. In addition to these character- 
istics, the plastic insole is tougher, as well as more 
comfortable, than the types now in use. 


wt * He 


Ceiling Prices on Leather Outersoles 


CUT sole manufacturers have been advised by OPA 
that leather outersoles heavier than those included in 
definitions of military outersoles, given in WPB Order 
M-310, must continue to be sold at or below ceiling 
prices that were established for them as Group I or 
Group II military outersoles. This is in spite of the 
fact that they may be sold to civilians. 

Higher ceilings that individual cut sole manufacturers 
may have established before receiving approval of 
Group I and Group II maximum prices may not be 
charged on sales of the heavier soles to civilians, unless 
or until a change is made by formal action of OPA. 
Ceilings for military outersoles are given under Revised 
Price Schedule 61—Leather. 

Adjustment in the ceilings of the heavier grades, by 
reverting to the earlier authorized ceiling prices of the 
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cut sole manufacturers, cannot be made in the absence 
of adjustments in the prices of the grades retained in 
the military classification. None of these adjustments 
has been made, and therefore no current changes in 
ceiling prices are permissible, OPA said. 


Steel Wire Considered Operating Supply 


STEEL wire is the only kind of wire used in making 
footwear which may be treated as an operating supply 
under CMP, regardless of the manufacturer’s particular 
accounting practice, WPB has pointed out. This clarifi- 
cation is contained in Amendment No. 1 to Direction 
No. 2 of CMP Regulation No. 5. As the direction was 
originally issued, any wire used in the manufacture of 
footwear, including copper and aluminum wire, might 
have been obtained under the MRO procedure estab- 
lished in CMP Regulation No. 5, if otherwise permitted 
by WPB orders. 


7 * * 


Real Shoe Men in OPA 


IF we are to demand of Washington officials that 
they forget the heat and discomfort and try to 
think straight, talk sensibly and operate with cool eff- 
ciency, perhaps the rest of the country ought to do the 
same, especially in its appraisal of the Washington pic- 
ture. Perhaps we're all too eager to find a whipping 
boy whom we can blame for our grievances, discom- 
forts and annoyances. No. 1 Whipping Boy right now 
seems to be the OPA. It’s getting blamed for every- 
thing, and a lot of people seem to forget that many of 
the things OPA has to do didn’t originate as bright 
ideas of Leon Henderson, Prentiss Brown or the much- 
abused professors, but were determined and decreed by 
other wartime agencies and then turned over to OPA 
with orders to carry them into execution. 

It wasn’t OPA, for example, that started shoe ration- 
ing. The famous order of February 7 came from 
Director Byrnes, himself, and he has often been referred 
to as the “Assistant President.” Right now he heads 
up the War Mobilization Board, the superbureau that’s 
supposed to coordinate everything. So far as OPA is 
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concerned, the shoe industry hasn’t had to deal with 
professors, but, for the most part, with shoe people 
who know our problems and talk our knowledge. We've 
met most of them, and found them, without exception, 
fair, able, intelligent and understanding. Perhaps the 
shoe industry has been particularly fortunate in the 
personnel appointed to handle its problems at OPA. At 
any rate, so far as we're concerned, we can’t with fair- 
ness charge our rationing or pricing problems (and we 
have plenty of both) to the folks who administer the 
shoe program at OPA. The same thing holds true for 
WPB and its program of shoe conservation. If we in- 
sist on finding some fellow to blame for our troubles, 
then we'll have to look higher up. 


7” * * 


Conference on QMC Procedures 


Ay important four-day confgrence attended by Army 
oficers from all major Quartermaster Procurement and 
Storage Depots, charged with inspection of Quarter- 
master supplies, has recently been concluded. This con- 
ference, held under the direction of the Commanding 
General, Army Service Forces, Lieutenant General 
Brehon Somervell, and the Quartermaster General, 
Major General Edmond B. Gregory, covered fully all 
phases of Quartermaster inspection methods and pro- 
cedures. 

Major General Clifford M. Corbin, QMC, Director 
of Procurement, Office of The Quartermaster General, 
in direct charge of all Quartermaster inspection activi- 
ties, headed the conference which was opened on June 
16, 1943, at the Philadelphia Quartermaster Depot. The 





Ma]. Gen. Clifford M. Corbin, QMC, Director Procurement, 
» Standing; Maj. E. G. Eyerly, Chief, Inspection Sec- 
tion, Procurement Division, OQMG, seated. 
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first day’s session was devoted primarily to inspection 
relating to textile and clothing procurement, as well as 
a discussion of technical and administrative training 
programs. Addresses by Colonel Robert C. Brady, 
Commanding Officer, Philadelphia QM Depot, and 
Colonel Thomas W. Jones, Philadelphia QM Depot, 
Director of Procurement, were features. 

Sessions of June 17, 18 and 19 were held in the New 
York City Quartermaster Branch Procurement Office at 
521 Fifth Avenue. Addresses and open discussion 
forums interspersed with films provided a full program. 
Highlight talks were delivered by General Corbin; 
Colonel Roy C. Moore, QMC, Deputy Director of Pro- 
curement, Office of The Quartermaster General; Colonel 
George F. Spann, QMC, Commanding Officer of the 
Jersey City Quartermaster Depot; Colonel George F. 
Doriot, Chief, Research and Development Branch, Office 
of The Quartermaster General; Colonel M. R. Waner, 


-Chief, Quartermaster Board; Colonel H. E. Rounds, 


Chief, Petroleum Branch, Procurement Division, Office 
of The Quartermaster General; Colonel E. G. Mathews, 
Chief, Civilian Personnel, Office of The Quartermaster 
General, and Major E. G. Eyerly, Chief, Inspection Sec- 
tion, Procurement Division, Office of The Quartermas- 


ter General. 
* + 


M-217 Basic Shoe Order 


IN Boor anp SHoE RecorpeER of July 1, on page 59, 
under the caption “Civilian Leather Products Freed,” 
there was an analysis of the provisions of WPB Con- 
servation Order M-273 and it was therein stated that 
WPB’s action permits manufacturers to use up their 
inventories of any weight leather for certain common 
civilian leather products, including footwear. 

Under date of June 23, 1943, the WPB issued its 
Conservation Order M-310. This order is, in effect, a 
consolidation of all of the previous WPB orders relat- 
ing to hides, skins and leather and specifically super- 
sedes Conservation Order M-273 and certain other ear- 
lier orders. 

It must be emphasized in this connection that as far 
as shoe manufacturers are concerned, Conservation 
Order M-217, with all of its manufacturing restrictions, 
is the basic governing order for the trade, and any 
subsequent provisions embodied in the new order M-310 
or the previous order M-273, though they may liberalize 
certain other uses of leather, do not permit shoe manu- 
facturers any variations or exemptions from the pro- 
visions of the all-important M-217. 


- * aw 


Revoke Conservation Order M-194-a 
CONSERVATION Order M-194-a, the provisions of 


which are now covered by Conservation Order M-310, 
has been revoked by WPB. Order M-194-a fixed the 
dates on which tanners, processors and contractors were 
required to file application bi permission to buy 
cattle hides. - 


- . 
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A GENERAL survey of the make-up or specialty fac- 
tories of this district finds them all well booked up into 
Fall. They continue to operate at full capacity as mea- 
sured by the supply of materials and labor and have 
gone through the first six months of the current fiscal 
year, which ended May 30th, with a generally better 
showing than was anticipated. 

These style plants geared up to produce, in volume, 
shoes over complicated patterns, are now feeling the 
favorable effect of the WPB simplification program. 
Working with plainer designs and fewer types of 
leathers, the employees are becoming more proficient 


each day, resulting in a smoothing out of production | 


problems. Many a piece worker now completes his 
day’s run of units and goes home at three o’clock. This 
easing up on the problems of actual factory operation 
comes as welcome relief to the specialty manufacturer, 
for although he at the same time has experienced little 
difficulty in selling his output the past two or three sea- 
sons, he has been, nevertheless, completely absorbed 
and even harassed by the problems of material and 
labor supply, to say nothing of the many readjustments 
that have had to be made under the many government 
restrictions. In other words, given the proper amount of 
materials and enough shoemaking help they can turn 
out the shoes with less effort today than a year ago. 
Simplification of style has caused some items of cost 
to go down; such items as patterns and lasts, but sav- 
ings here have been offset by higher costs of labor and 


materials, to say nothing of taxes. However, the over-all 
picture of the St. Louis specialty manufacturers is that 
they are going through a period of successful, and for 
the most part, profitable operation. 

Some few of the smaller factories that are making 
healthy profits for the first time, are bothered by their 
inability under the tax laws, to lay aside sufficient re. 
serves to meet the inevitable post-war readjustment. 

Another question to which many manufacturers are 
giving some thought even now, has to do with the possi- 
bility of returned shoes when an armistice is signed. 
At present the general opinion among St. Louis manv- 
facturers is that merchants’ stocks will be low, that the 
style types will have become so staple that few shoes 
from established lines will be returned. However, it is 
pointed out that if unrationed shoes of the type and 
quality we now see on the market are still in existence 
at the time of the armistice signing, there is likely to be 
considerable of this type of footwear returned. 

The manufacturers of the St. Louis district have not 
gone into the production of unrationed shoes to any 
appreciable extent. There are a few small units here but 
their total production is very limited. The large gen- 
eral houses are producing some unrationed shoes but 
they are types that were made before the rationing pro- 
gram was*set up and their production is not large. 

Most of the make-up factories have developed trials 
on unrationed types and some may go into production, 
but for the most part these trials are for the purpose of 
keeping abreast of each new development in shoes gen 
erally. For the present they have all of the business they 
can handle on rationed shoes. 

The process of adding non-rationed shoes to a line 
involves opening up new sources for materials which is 
extremely difficult in these times. The supply of fabries 
and other non-critical materials is very tight. Com 
verters of shoe fabrics state that they simply cannot find 
mills with looms available for turning more than 4 
small amount of such goods. 
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Pick up a shoe of this popular vegetable tan- 
nage. Notice its pliability, its plump, luxurious 
soitness. See how clean are the perforations 
and pinking ... These are properties that make 
Cretan Calf a joy to the craftsman, a revelation 
in healthful comfort to the wearer, and a 

source of pride and pleasure to the shoe 


And that’s just one of 
the qualities that sell 
your summer shoes of 


selan Calf 


merchant ... And, best of all, the softness remains 
through the long life of the shoe, unchanged by 
sun and showers . . . Make Cretan Calf, with its 
comfort and smooth beauty, your valued ally at 
the fitting stool. Include the Gallun numbers 

in your next order. A. F. Gallun & 

Sons Corporation, Milwaukee, Wis. 
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ATTENTION has been called frequently to current war- 
time shortages in materials and manpower normally 
used in the production of civilian shoes, and the effect 
of these shortages on deliveries. Much less publicity 
has been given to the means adopted by manufacturers 
to keep their retail accounts fully informed, not only 
with regard to the status of orders received but also as 
to all factors having a long-range bearing on manufac- 
turing conditions and price trends. 


One of the better means employed—that of the Stacy- 
Adams Company of Brocton—is a letter sent during 
June to all active accounts. This letter gives a schedule 
of cutting to be applied to the recipient’s orders and 
approximates the number of pairs which the merchant 
may hope to receive during each month of the six- 
month period beginning July 1. The letter makes it 
clear that despite “a strenuous effort to cover our upper 
and sole leather requirements, there is no guarantee 
that there will be ample supply for civilian needs”; 
that delivery dates, therefore, are subject to change; and 
that prices are not necessarily static over a long period 
of time because of the possibility of changes in federal 
and state taxes, changes in the cost of raw materials, 
and changes in laws and official rulings affecting labor 
costs. 

Reverting to the problem of deliveries, the letter closes 
by noting a condition common to practically every 
South Shore factory making military footwear. “It is 
our plan,” concludes the letter, “to process your orders 
as near this schedule as possible. However, if the Navy 
requirements are greater than contemplated in this plan, 
we may have to further curtail our civilian production.” 

In the meantime, though largely in the field of 
women’s shoes, New England shows a steady decrease 
in production. In April of this year, according to statis- 
tics released by the New England Shoe and Leather 





Association, the shoe states of Massachusetts, New Ham- 
shire and Maine produced a volume of shoes 19 per 
cent below that of April, 1942, whereas the decrease in 
March of this year was only 13 per cent below that of 
March, 1942. Both these decreases are greater than the 
national average decrease. On the other hand, there are 
indications that the end of the cycle may be approach- 
ing, at least in the Bay State, since orders booked by 
the combined shoe and leather industry during May, as 
reported by the Associated Industries of Massachusetts, 
jumped a good 10 per cent as compared with the pre- 
ceding month of April, and at the end of May were 
more than 27 per cent higher than they were in May, 
1942. 

Merchants throughout the state have recently had the 
pleasure of meeting and conferring with W. W. Stephen- 
son, shoe rationing executive attached to the Washing. 
ton office of the Office of Price Administration. At a 
meeting called jointly by the Retail Trade Board of the 
Boston Chamber of Commerce and the Massachusetts 
Council of Retail Merchants, Mr. Stephenson defended 
the present unit method of rationing but said frankly 
that the OPA is not irrevocably committed to any one 
system, that he and his associates are constantly study- 
ing the problem and will change the rationing method 
now in vogue if it does not accomplish its object of con- 
serving material and man-power and effecting equality 
of distribution. This was in answer to a question as to 
why the point system, advocated here in New England, 
had not been adopted. He said the OPA, in its regula- 
lation of shoe distribution, aimed to accomplish its 
objectives “with a minimum of economic injury.” 

In answer to other questions, Mr. Stephenson an- 
nounced that measures to permit the ration-free selling 
of odds and ends was being considered and that an an- 
nouncement may be expected in the near future, but, 
he said, odds and ends must mean odds and ends— 
broken lots of shoes on which two, three or four mark- 
downs have been taken. The term cannot be applied, he 
said, to shoes known as factory damaged, to frozen 
stocks of evening slippers and to certain other types. 
He indicated that, while OPA would like to consider 
favorably, requests to place on the free list shoes such 
as low-priced sandal types for children, to date it has 
withheld the right of the merchant so to sell them for the 
reason that the supply of children’s oxfords is low and, 
if sandals were to be placed on the non-rationed list, 
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_ Menthan sHoes WON'T corooccurreo EUROPE 


BUT WE HOPE MENIHAN PARACHUTES WILL! 


* 


* Time was when we had many a good customer in what is now Occupied 
Europe. Those were the days when they could buy where they would, and no 
restrictions limited the shoe production of America. 


*% Today, curtailed by allotments, we do not think of export. We are hard-pressed 

to produce shoes enough for our accounts in America. And every pair that 

finally reaches our packing room represents constant, untiring vigilance over the 
supply-markets of the country. 


But, in all this, we have not forgotten the customers we once serviced in Europe. We 
were remembering them through all the preliminaries in the opening of our parachute 
plant. We are remembering them now as the great white parachutes for the Army Air 
Forces slip through our whirring machines. We remember them at drop-tests as our 
finished ‘chutes float slowly to earth. 


Again this fall, Menihan Classic shoes will tread only the boulevards of America, but 

we should like to think that Menihan parachutes will be over the Europe which awaits 

liberation . . . parachutes from shoemakers in Rochester, playing a part in the destruction 
of the Festung Europa. 


Menihan Trompalong MenihGiifys,,, and Menihan eich slid shoes at 739 Clinton Avenue South 
Parachutes at 276 Clinton Avenue South 


duly 15, 1943 
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sales would jump and children would find themselves 
barefoot before the end of Summer. A similar reason- 
ing, he said, could be applied to the slightly frozen 
stocks of camp moccasins for boys because of the short- 
age of the alternatives—canvas shoes with rubber soles, 
and boys’ leather oxfords. 

He suggested that self-respecting merchants come to 
the aid of OPA and help to police its regulations; said 
that the buying rush just prior to the death of Coupon 
17 had been expected and that there was little which the 
OPA could do to change the phase of human nature 
exemplified by that panic, as well as by the rush to buy 
Christmas gifts at the last minute. He thought, he said, 
that the solution to this problem could be found in the 
public relations policy of thoughtful merchants who 
should say to the public in effect: 

“If you really need shoes, use your stamp. If you 
don’t, don’t use it.” 

He estimated that the sale of shoes made of critical 
materials had been reduced about 30,000,000 pairs 
from normal during the first rationing period and that 
statements to the effect that more shoes had been sold 


SHOE manufacturers of Rochester have been “on the 
alert” in a year in which great changes have already 
taken place, and when both manufacturers and retailers 
are apprehensive about the “shape of things to come.” 

They are making their plans tentatively in many in- 
stances, and keeping tuned in on Washington, uncertain 
whether those who newly occupy seats of the mighty 
will permit such plans to take on aspects of permanency. 

Intimations that studies are being carried on at the 
capital with an underlying purpose of making further 
radical changes in methods of merchandising, coupled 
with the uncertainties of the global war, have tended to 
make uncertain a normal state of mind. 

Certainly in most things that are just now being done 
in the shoe industry here, the possibility of new “direc- 
tives’. is always considered. 

Meanwhile, this center of an important shoe manufac- 
turing area, to which merchants have always turned 
confident of its styles and the quality which went with 
them—is having a share of wartime difficulties. Not in 
finding customers, but in securing materials that will 
meet exacting requirements which were built up and 


$6 


than during the same period last year might be ex 
plained by the release of playshoes and the manufac 
ture of millions of pairs of non-rationed shoes made of 
non-critical materials. 

In the meantime, Coupon 18 is beginning to come 
into use among the retail stores of this city and its 
suburbs. Sales during the first two weeks following the” 
close of the first rationing period were reliably reported 
to have been slightly in excess of the same period ig” 
1942. This statement applies to the better grades of 
men’s and women’s. Lower-grade stores, after their 
two-week fling, have largely reverted to the sale of un 
rationed playshoes but are hopeful that lines of ration. 
free dress types, selling slightly above $4, and now being 
received, will help to swell their sales volume. The 
problem of deliveries remains acute and can be best ik 
lustrated by the story of the buyer who, recently in New 
York, placed an order for 1000 pairs for September 
delivery. Shortly after his return, he received a letter 
saying that delivery of this quantity, instead of being 
delivered in time for the Labor Day trade, would be 
spread over the five months from September to 
February. 


CEL 


continued through some years when quality was not 
considered so important as it has once more become te 
day, and of getting the number of skilled workers needed 
for the job. 

Shortages of materials and of help had built up a 
large backlog of shoe orders before the memorable 
mass buying of shoes which marked the final days of 
validity for the famous Coupon 17 contributed toward 
making bare the shelves of many shoe stores. 

That aggravated the situation, of course, causing 
many more hurried calls for shoes to replenish stocks. 
They could not be supplied—in fact, some factories 
which had been trying to supply growing wants of cus 
tomers put all on a quota system when that happened. 

While orders have been accumulating, first in gradual 
sequence and finally in a deluge, the problem of getting 
sufficient help has been growing. For one thing, the 
draft continues to make inroads among the younger 
workers while some others—not a great number—have 
found their places in other jobs despite the fact that 
making shoes is an essential industry. 

[TURN TO PAGE 70, PLEASE} 
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ALL manufacturers report that they have plenty of 
buyers visiting them at all times, but, in the majority 
of instances, they can take on no new orders. With 
more men being inducted into the armed services, with 
more demand for labor in war industries, the man- 
power shortage in the shoe manufacturing field is one 
of the biggest problems manufacturers must cope with. 
In addition, the question of hides is also of para- 
mount importance. Fewer beef and cattle are being 
brought to market, many small packing plants are 
if shutting down entirely and most of the large packers 
are working at only about one-half capacity. All these 
i factors are sure indications of an imminent shortage in 
. hides, and there are tanners who anticipate that within 
the next six weeks they will be working at only about 
50 per cent or 60 per cent of capacity. 
Naturally all this has a direct bearing on the shoe 
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The crash in sales volume at retail levels anticipated 
after the fifteenth of June did not materialize nor did 
the flood of anticipated exchanges reach its expected 
high tide. Women’s volume in stores selling more ex- 
pensive shoes continues to be considerably ahead of a 
year ago while the men’s stores are about equal. The 
shoe stores and departments, however, selling low unit 
cost shoes are again suffering since the expiration of 
the No. 17 coupon; it is believed that the growing 
shortage of available shoes in the quality field will rec- 
tify this situation; customers needing a pair of shoes or 
wanting to use their No. 18 coupon will in many cases 
“grade down” in order to purchase a pair. 
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trade. There is continued consumer demand for good 
quality shoes, and since there is no substitute for fine 
leather, manufacturers and tanners fear that the indus. 
try will reach an impasse unless something drastic can 
be done to ease up the leather situation. 

One manufacturer of children’s shoes reports that 
he is now using white goatskin to replace the unobtain- 
able elk. Prices for these are quoted the same as the 
elks formerly bought, and deliveries are still from 6 
to 90 days late. 

In talking with buyers, manufacturers hear that many 
shoe shops expect to cut down their working hours, 
many closing evenings entirely. Since their stocks are 
running low and replacements are slow in arriving, they 
say there is no point in adding to the amount of time 
during which they must inevitably disappoint their 


customers. 






assortments, but no classification can be too heavy in 
pairs; that feature is automatically controlled by the law 
of supply and demand. 
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THE shoe manufacturers of Southern California con- The retail sale of Summer shoes continues at accel- USE 
tinue to find demand greatly exceeding supply. Although erated rates. Shortages are evident in all stores; the inter- 
the supply of raw materials coupled with the distance st in spectator types cannot be met especially since mosi Anott 
from the market is very serious, the man and woman-_ retailers have already cleared their shelves of these types. servic 
power shortage is an even more acute problem. The Play shoes in both rationed and non-rationed types lini 
availability certificate plan under which most manu- 4Fre selling freely. The general wewass & that every contir 
facturers are now working is reducing labor turnover ‘YP of footwear will sell if sizes are available. There bolo 
but it has not helped secure additional factory workers. 8 no coupon shortage as many anticipated. Conse- a. 
Even though the shoe industry is classified as an essen- quently shoe stocks which can be bought in the same valsal 
tial industry in the factories where rationed footwear is "40 of types and price ranges existing before shoe more 
made the drain against available manpower by war ‘@tioning will sell in that proportion. The difficulties correc 
industries continues. of securing merchandise forces changes in groups and _ 
Pos 
















KEEP Graehes CLEAN 


Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


USE Brashed CORRECTLY 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 
tles causing them to cut against 
each other. 


THIS 


USE ALL OF THE Srackh 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
eficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalsoaids in obtaining longer 
More even wear. Use brushes 
correctly and before discarding 
One, make sure that it has given 


Mseuible productice. Brushes not in use should be kept in a dry 


box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 


|WHY CONSERVE? 





Manufacturing and Markets—Rochester 


[CONTINUED FROM PAGE 66] 


But the situation is expected to improve from now on. 

Shortages of leather and other critical materials have 
caused some delays and inconvenience. But substitutes 
of quality are being created and, where they can be 
used while keeping up quality, they will help to increase 
the flow of footwear to centers of distribution. 

Few salesmen are on the road in this vicinity except 
those who are making occasional calls, keeping in con- 
tact with their customers, trying to help them iron out 
difficulties in obtaining goods. Some traveling salesmen 
have gone into the shoe factories, aiding in production. 

Work on Fall orders continues with assurance that 
when products are on display in store windows, the 
public will discover that their appearance as well as 
wearing qualities will measure up to high expectations. 

Looking back with the perspective which a lapse of a 
month of time has brought since the hectic departure of 
Coupon 17, retail shoe merchants are convinced that 
they should have started their sales promotions earlier 
and believe such action would have had considerable 


effect, even through it would not have changed the 
almost universal habit of procrastinating. 

They point out that, even though there was a rush, 
no more shoes were sold than the public was entitled to 
buy under the strict rules of rationing. A better dis. 
tribution of buying over the four-months’ time period 
would have helped—that and more normal sales forces, 
which have been disrupted by the growing requirements 
of war. 

But sales of shoes under the authority conferred by 
Coupon 18 are proceding at a leisurely pace. Many of 
those who bought shoes at the last minute last time, and 
found that there were still shoes for sale when they 
returned to make exchanges admitted they acted un- 
wisely. 

But neither the shoe merchants nor their customers 
want what happened in this instance used as an excuse 
for a new restriction of liberties in testing new theories 
as a substitute for legitimate buying and selling, which 
is an American heritage. 








Review of the Retail Trade 


forces. Where one stere has no 
trouble on this score, so long as they 
employ men of a low draft classifica- 
tion, another reports they have “re- 
sorted” to women. One manager of 
a woman’s chain claims three women 


are necessary to replace two men, and 


increase the porter service; a man- 
ager of a man’s chain reports his firm 
is training saleswomen for managers 
in the East and that he, personally, 
prefers them to young boys or old 
men because they are quicker to 
learn and not set in the way of one 
particular line. But all prefer new 
help to any with a small amount of 
competitive experience. 

Most retailers predict, when Stamp 
No. 18 begins to move, a rush to the 
darker Fall shades for mid-Summer 
wear, which will be something new 
for the South and Southwest. 


SAN FRANCISCO BACK TO 
NORMAL 


WHEN the shoe stores of San Fran- 
cisco closed after the expiration of 
Stamp No. 17 they had enjoyed the 
greatest rush of business in their his- 
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tory, and so tired were the clerks and 
so depleted the inventories that sev- 
eral of the largest exclusive shoe 
stores closed for two days to get their 
breath. What happened in San Fran- 
cisco was experienced in most of the 
large cities, particularly those where 
the population had been inflated by 
the influx of thousands of new war 
workers. 

In talking with the managers of 
many shoe stores it was interesting 
to note their reactions to the “blitz” 
as the rush was called. One man- 
ager of a large chain store said that 
the majority of buyers were women, 
many of whom fought for the priv- 
ilege of buying shoes merely to util- 
ize their coupon, admitting they did 
not need new shoes, but “hated” to 
give up something to which they were 
entitled. 

The trend in all stores was to buy 
higher priced shoes, as most buyers 
had plenty of money and price was 
no object. Demand for style shoes 
was great and many stores disposed 
of all the colored shoes they had in 
stock. The manager of one of the 
large department stores, with three 
different shoe departments, said that 
women not only bought shoes with 
their ration coupons, but also loaded 
up with unrationed shoes. 

Business has returned to normal, 
with shoe stores reporting ordinary 
business, and with greatest calls for 


utility shoes, particularly for men. 
Women still want style and color if 
they are obtainable, and inventories 
are still complete in the larger stores, 
while branch stores are beginning to 
show lack of many styles and sizes 
which are difficult to replace. 
Shoe _ repair departments are 
swamped with repair work, and cus- 
tomers must often wait from three 
to six weeks for delivery. Many of 
the skilled workers have gone into 
service or to more lucrative war 
work, and it is difficult to get compe- 
tent help. The Regal Shoe store has 
had to train women saleshelp for 
their men’s stores, and report that 
after a course of training in fitting 
the women are proving satisfactory. 
In the women’s department of the 
Emporium only two men are left, 
and the store has trained 23 women 
to act as a sales force. This store 
has just graduated its fifth class of 


shoe clerks, and their school has 
been one of the most successful in 
San Francisco, since especial care 18 
taken to select the right girls for the 
work. 


[TURN TO PACE 80, PLEASE] 
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Sensational New Success In 


a 


Q Ne 2: 
DEScholl’s LUPA 


Provides Support and Relief Where Most Feet Need It... 


AT THE BALL OF THE FOOT! 


This new 4ind of foot relief aid is selling like the proverbial hot cakes 
«the sensation of the industry. Dr. Scholl’s LuPad, introduced to the 


Soft, cushioning pad 
pillows 
Metatarsal Arch 


For Housewives 


public a year ago, is demanded by men and wo- 

men in every walk of life. And no wonder...for Dr. 
Scholl’s LuPad provides cushioning support where 

most people need it most—at the ball of the foot. 

This feather-light support loops over the forepart 

of the foot...its pad of soft Latex Foam snuggles 

up under the Metatarsal Arch, gently pillowing it 

and relieving pains, cramps, callouses, and burn- 

ing sensations at the ball of the foot. “Just like 
walking on air”... that’s the feeling Dr. Scholl’s Afi 
LuPad gives its wearers. a, 


Orders and Reorders Are Pouring In—Dr. Scholl’s LuPad sells on sight... gives you 
amazingly fast turn-over. Everyone is a prospect, for Dr. Scholl’s LuPad benefits good 
feet as well as bad ones. 


Backed By A Huge National Advertising Campaign — Supported by over 22 million 
ads...featured regularly in GOOD HOUSEKEEPING . .. COSMOPOLITAN ...WOMAN’S HOME 
COMPANION ...McCALL’S ... LADIES’ HOME JOURNAL... THIS WEEK ... AMERICAN WEEKLY 
..- MADEMOISELLE, etc. 


Order Your Supply Now... Get This Business — Made in sizes—Women’s, 3, 4, 5, 6,7, 
8,9,10; Men’s, 7, 8, 9, 10, 11, 12, 13. Retails at $1.00 pair (sold in pairs only) Whole- 
sale, $8.00 dozen. Packed in colorful display container—1 doz. or 3 doz. assorted sizes. 


THE SCHOLL MFG. CO., Inc. é2\Wiism st. tow Yoru 


For Nurses, Beauty Invisible under 
Operators, etc. i the Hosiery 








NOW, WHEN FIT 


WALK-OVER FOOTOGRAPH 


builds customer confidence 


e Misfit shoes are a “crime against 
the War Effort.” They waste your 
customer's ration stamp. And are an 
unpleasant reminder of the store 


where the mistake was purchased. 


Protect your reputation with the 


Walk-Over Footograph. With its use 


even inexperienced clerks 
ean quickly tell exact, com- 


plete measurements—not 


GEO. E. KEITH COMPANY, 


only length and width—but also the 


shape of the foot. 

Here’s a personalized, “custom” 
fitting service that customers appre- 
ciate. It assures them that your sales- 
men know their business. Hundreds 
of successful retailers have proved 

the Footograph’s value. An- 
Q other reason why it pays to 
feature Walk-Over. 


BROCKTON 63, MASS. 








SPEEDS SELLING 


1. Gives fitter these accurate, help- 
ful measurements: heel to toe, width 
across ball, shape of foot. 


2. Builds customer’s confidence in 
the accuracy of your fitting. Helps te 
prevent misfits . . . assures satisfac- 
tion. 


3. Is an exclusive “plus” for your 


store. Only authorized Walk-Over 


dealers can use it. 


4. Imprinted with your name and 
address, it advertises your store with 
every sale. 


5. Can be used to build an up-+o-date 


mailing list. 
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Good Neighbor Theme 
for White Windows 


[CONTINUED FROM PAGE 41] 


fort of these out-for-the-duration com- 
.” At Florsheim’s, a miniature 

and bench carried out the “Dig 

for Victory” message carried on a red, 
ghite and blue streamer over the dis- 
Walk Over asked, “Can you walk 
wilting?” and used bamboo 

‘and matting to create a cool set- 


grim’s the center piece of one 
was a four-foot-high cut-out 
‘numerals 1 and 8, in white with 
small shelves on the face of 
e to hold shoes. I. Miller ac- 
the town shoe idea with framed 
of pictures of familiar local 
bout town. At another store 
d a yellow panel decorated with 
rake and hoe, canvas gloves 
lopes of seeds, with a card 
“Today’s Hours are Never 

io It’s a Working Day for Play 


y adapted to shoes is the idea 
n’s windows. Paper posters 
ts having their designs made of 
d paper cutouts rather than 
"in irregular shapes featured 
prts, gardening, bicycle picnic 
sup times. A good grouping 
for occasions and in keeping 
he functional themes so frequent- 
m in displays today. 
Bong the other good ideas that 
our eye were windows framed 

Deards covered in artificial green 

ms set off with clusters of white 

& The “frame” angled in from 
findow glass edge. Then there was 
© sun” made by stitching dowel 
sticks in holes drilled in a wooden hoop, 
smilating rays. Could be done with a 
tuid wood block painted yellow. For 
iback drape, white fish net with a red 
mi blue edging of soft material makes 
ime patriotic effect. Bonwit Teller 
tithe current simple life idea across 
ising a figure pushing a regulation 
aprmarket shopping cart. To dram- 
tie Chinese colors they borrowed 
fm the Chinese a couple of their great 
Myer dragons. Sign read, “Chinese 
Skyrocket Colors for Sum- 

ter.” 

Sill another simple but effective idea 
"Sthat of “trees” made of matting 
Wrolls of cardboard, wound in green 
™. Also make note that a light blue 

und draped with ivy looks very 


2 ee 


New York Department 


‘aw York—Frank S. Day, former 
pteger of the Union City, N. J., store 
Douglas Shoe Company, is now 
Misplay department of the same 

in New York. 


| 
| 











Faithful adherence to the ideal of producing good shoes 
that will give shoe wearers the utmost in comfort and ser- 
vice, has earned for Health Spot Shoes a wonderful repeat 
following and a high percentage of new business influ- 
enced through recommendations of satisfied wearers. 


The process of leveling the 
Health 


Spot insole prevents the out- 


underside of the 


sole from wearing exces- 
sively in one spot. Even 
though the insole is shaped 
to normal foot contours on 
the inside of the shoe, an 
even walking surface is 
maintained by buffing the 
underside of the insole per- 
flat and the shoe 


wears evenly across the en- 


fectly 
Health Spot insole buffed 


flat on underside. Patent 


tire extent of the sole. No. 1,850,977. 


Quality is the keynote in shoe buying today and shoes must 
be durable as well as comfortable. Health Spot Shoes have 
many exclusive construction features which provide lofiger 
service and lasting comfort and customers quickly recog- 
nize this quality once they see the shoes and have a pair 
on their feet. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


No matter how thorough and careful you are in fitting cus- 
tomers, without the right kind of shoes it is impossible to 
get the best results. If you feel that you could be doing a 
better job we may be able to help you. Send for brochure 


and application. 


MUIGE 


Danville, Illinois 
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Service Policy Succeeds 


[CONTINUED FROM PAGE 39] 


fit it correctly; do a cash business, so 
far as is practicable; feature good mer- 
chandise, correctly fitted, and treat 
your customers well. This last point is 
a most important one, from the stand- 
point of the owners. As stated by Mr. 
Patton, “Treat your customers well and 
keep them liking you, and you can be 
sure of their business,” is the philos- 
ophy behind this business. 

The store is not a style house. It 
specializes in fitting the hard to fit foot 


74 


and in a corrective shoe business. Con- 
sequently, word of mouth advertising 
has been a considerable factor in keep- 
ing the store’s name before the public. 
Since the influx of new residents to 
Schenectady and vicinity, Mr. Patton 
reports, personal recommendation by 
regular Patton & Hall customers has 
been invaluable in making the store 
known to newcomers. 

Mr. Hall, who is in charge of the 
store’s advertising policies, has found 
spot announcements on local radio sta- 
tions, and also on stations in Troy, 
Albany and surrounding: towns of in- 
estimable value. Because of the nature 


of the locality, Patton & Hal] does 4 
substantial business with customers jy. 
ing within a 50-mile radius of Scheng. 
tady; before gas rationing, these ey 
tomers came to the store; now, 

they telephone or write, and ask for the 
type of shoe they have been wearing 
Recently the store has had to discs, 
tinue personal delivery service; maj 
orders of this sort are now sent out by 
parcel post. 

Window displays are handled by RJ, 
Roberts of the store’s staff, who, accord. 
ing to Mr. Patton, “has a decided figir 
for this sort of thing.” The display 
are changed twice a week, on the ayer. 
age. Twice a year the backgrounds ar 
changed, presenting another color jp 
harmony with the season. Although the 
store does not go out of its way t 
attract transient trade, many customers 
come in asking for certain models fea. 
tured in the windows. There’s an inter. 
esting point to the store’s attitude to 
ward transients: Patton & Hall insist 
on good fit, and good fit takes plenty of 
time. Transients are usually in to 
much of a hurry to give up the time 
necessary for expert fitting. Conse 
quently, hurried fit often results in com- 
plaints, and Patton & Hall prefer to do 
without this trade and the complaints 
which would surely result. 

There’s another interesting situation 
with regard to the type of trade this 
store serves: the per capita standard 
of education of Schenectady is high 
Most of the men employed at General 
Electric are college men; they marry 
college women and send their children 
to college. Consequently, they know 
and prefer what Mr. Patton terms “big 
city stuff”—in other words, a plentiful 
variety of good shoes in the higher 
price brackets. “We don’t try to com- 
pete with the big cities in our selection 
of shoes above $14 and $15,” he says. 
“We are content to furnish these cus- 
tomers with a good selection of shoes up 
to these prices. Our biggest business is 
in the price range below this—and 
that’s really the meat of anyone's 
business.” 

The Patton & Hall store does a big 
trade in off-hour shoes for the workers 
at the two war plants. Since both of 
these plants maintain a stock of safety 
shoes from which their employees may 
be supplied, there’s not much safety 
shoe business for the independent re 
tailers in town. But on leisure shoes 
there is, and the amount of grading up 
since rationing has been considerable. 

The store has not lost any of its em- 
ployees so far because of the war. In 
the event that depletions should occur 
in the staff, however, the owners agree 
on hiring women to replace any men 
who may leave. One woman is 
on the staff, but she has been there for 
some time. Training of these women 
would consist of departmentizing them, 
having them take off shoes, learn to 
read sizes, learn the location of 
before they attempt to sell shoes. When 
these points were thoroughly under- 

[TURN TO PAGE 79, PLEASE] 
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fow the Canadian 
Army Gets Shoes 


[CONTINUED FROM PAGE 26] 


boots and shoes, rubber boots, overshoes 
jal footwear for the men and 

gomen in uniform. The industry em- 
over 15,000 people and produc- 

tion of all types of military footwear 
isnow more than 100,000 pairs a week. 

Since the beginning of the war, about 

pairs have been purchased. 

The boot repair department of the 
Army Salvage and Disposal Depot in 
each military district saves the govern- 
ment a huge sum of money every year. 
These departments turn out an average 
of 300 boots a day and have cut the use 
of boots per man from 3% pairs a 

to 2% pairs now. 

Mees with good uppers, but with 
soles ruined, are softened by a special 
method which renews the leather and 
are sent back to be rebuilt. A lot of 
boots were condemned before because 
the shops could not get them repaired 
in time, but Captain H. T. MacKenzie 
af Bridgetown, N. S., in charge of the 
Disposal Depot in Military District No. 
6, says repair production has been 
speeded and now there is no waste. The 
saving in this district through repairs 
has been between $125,000 and $150,- 
000 a year. 

The boot repair department is only 
part of this large establishment whose 
function is to save all the various trap- 
pings of war which in other days might 
have found their way to the junk pile. 

An average of 140,000 articles a 
month are taken to the Halifax plant 
and from these about 113,000 are re- 
paired and put back into use immedi- 
ately. It takes about 120 men and wo- 
men to operate the depot; of these 
about 75 are civilians and the rest are 
amy personnel. Each military dis- 
trict does work like this in a similar 
depot. 


Increases in the personnel of the 
three services mean corresponding in- 
creases in the size and number of orders 
for footwear. The various types pur- 
chased direct from the factories in- 
dude regulation army boots, high 
leather boots, walking-out dress shoes, 
fanvas rest shoes, hip rubber boots for 
sailors, special boots for motor-cyclists 
aid members of the armored corps, 
high altitude boots for airmen, hospital 

and Summer and Winter shoes, 
mubbers and overshoes for the girls in 
uniform. 

The Department of Munitions and 
Supply has also placed orders in Can- 
ada for other United Nations. 

The quality of military shoes is in- 


‘Geated by their cost. A pair of regu- 


ankle militia boots, bought in 
Wfemendous bulk at the lowest possible 
price, costs the government 
thout $5.50. They would sell at $10 in 
Miail stores. Sturdy high leather boots 
paratroopers, which would make 
ay backwoods hunter green with envy, 
(st as much as $8.50 a pair. Motor- 
’ shoes cost $9.25 a pair. 











The very best upper and sole ma- 
terial is reserved for military require- 
ments. Heel and counters are made of 
solid leather. 


Stress ‘Three Way Fitting’ 
Santa ANA, CALIF.—Burns Cuboid 
Co., Inc., has announced a new promo- 
tion for Cuboids, based on the prin- 
ciple of “Three Way Fitting.” The 
ideas behind this promotion are as fol- 
lows: No standard shoe fits all feet 
three ways, for feet differ. Old-fash- 
ioned methods fit only for length and 


width. Cuboids fit the bottom of the 
foot, providing fitting in three dimen- 
sions. 

By use of Cuboids, the makers say, 
standard shoes can be made to fit by 
furnishing the third dimension—fitting 
the bottom of the foot as well as the 
length and width. 

A special birthday promotion in 
honor of James H. Sewell, President, 
was put on by operators of the company 
recently. An increase of 154 per cent 
over the sales volume of the previous 
year’s corresponding week was the re- 
sult. - 
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Recorder Survey Results 


[CONTINUED FROM PAGE 37] 


6. Have women proven as capable as men: 


Department Stores— 
Yes—28% 
No—72% 
Retail Stores— 
Yes—19% 
No—81 % ———— 


. What methods of training have you need to teach yey 
salespeople how to fit and sell: 
Note—(1) refers to individual instruction in the ston 
(2) refers to cooperative training classes by she § —— 
groups or associations 
(3) refers to public school training programs 










(4) refers to other methods OP 
Department Stores— 
(1) —79% 
(2)— 2% 
| (3)— 4% bold a 
yy (4)— 1% 
7 (1-2)— 3% 
(1-3)— 4% 
BEFORE ... DURING oe ~~. 
Retail Stores— were rele 
and (1) —61% — 
(2)-- 3% pe ory 
AFTER THE WAR (3)— 9% ng slip 
(4)— 6% iting be 
N None—21% process ( 
ow, as always, the buyer is wel- eased fr 
“s a 4 ? . . : 8 Which Methods have you found most satisfactory: stamps 
comed at Taylor's. We value his friendship, ‘ such foot 
: Department Stores— 
good-will, and confidence .. . and we in- (1) 64% uy after 
/O 
tend to keep them. So we are doing our (2)—33% ane 
utmost to serve him fairly and equitably. (3)— 3% ‘dies: 
With shoes so scarce and the demand so Retail Stores— 1. OP! 
great, it is easy for some to forget that (1) —33% wat 
once they fought for business. We are (2)— 0.6% > 





(3)— 0.6% 


determined that we won't forget it, and 
ere ees sation, hadogr andi No Answer—65.8% 


neither will we forget that there will be 
an “after the war" as well as a present. 

Because our plant is also working for Uncle 
Sam, we haven’t as many Taylor-Made 




















os 


. Do you find or believe there are lower standards of Hate they 
fitting due to loss of experienced salespeople? 


Department Stores— 







shoes as you want...norcan we accept new Yes—65% 
accounts. Rut, never the less, we are doing No—35% 
our utmost to serve each and every one of Retail Stores— 
our Taylor-Made customers, and we thank Yes-64% 
No—19% 







them for their splendid cooperation. 


E. E. TAYLOR CORPORATION 
BOSTON 
* 
PROOF THAT CUSTOM 


No Answer—17% 
























WINDOW DISPLAY 


i. Do you regard window displays as important 4 factor 
now as they were before the war? 





















Department Stores— 


CHARACTER NEED NOT 91%—Yes 

BE EXPENSIVE 9%—No 
Retail Stores— 

81%—Yes 

19%—No 


BUY MORE WAR BONDS 


2. Have your window display planning and procedure bees 
[TURN TO PAGE 89, PLEASE 
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OPA Frees More Types from Rationing 





Gold and Silver Evening Slippers, Baseball, Track and Football 
Shoes Included. Operators of Recreational 
Facilities May Buy Shoes 


Baseball, track and football shoes 
were released from rationing July 7 by 
Amendment No. 25 to Ration Order 17, 
ihe Office of Price Administration an- 
nounced recently. Gold and silver even- 
ing slippers and men’s and women’s 
tiding boots which are in stock or in 
process of manufacture also were re- 
leased from rationing, although ration 
stamps will be required to purchase 
such footwear impoited into this coun- 
ty after July 7. 

Other provisions of the amendment 
of special interest to the trade are as 
follows : 

1. OPA is requiring shoe dealers to 
rect their inventories to show their 
«tual inventory responsibility at all 
times. Each dealer must now keep with 
tisinventory Form R-1701 a list of any 
teased shoes, by type and quantity, 
which he had in his inventory on the 
tate they were released from rationing. 
my such shoes in transit to him, and 
uy in storage unless held at another 
stablishment. Such records must be at- 
hed to the inventory within five days 
tier any release of rationed footwear 
effective. 

2 Dealers are required to keep, with 
ter inventories, all records of ration 
“tency adjustments and of loans or 

of ration currency arranged 

WOPA District offices. These recor-|s 
tt be attached to the inventory 
M™@within five days after any such 

y adjustments have been made. 
New specification defining rub- 
shoes directly affects manu- 
operations as well as dealers’ 

es. In line with a recent WPB 

uve concerning rubber soles, the 
Tation order now specifies that all 
Containing any rubber in their 
ame rationed, except where the 

— is used only as a cement or ad- 

attaching soles, platforms, or 
Rubber is defined to include 


crude rubber, latex, reclaimed rubber, 
scrap rubber, and synthetic rubber. 

However, there are certain minor ex- 
emptions which are limited to rubber- 
soled stocks which are now in the hands 
of retailers, wholesalers, and manufac- 
turers, or which are manufactured be- 
fore July 16, 1943. The exempt clause 
provides that shoes made wholly of 
materials other than leather (except 
for permitted use of leather top lifts), 
which are completed, packaged, and 
shipped from the factory before July 
16, 1943, may be sold as non-rationed if 
the soles are of one of the following 
constructions: 

(a) Soles made principally of rope, 
fabric, or fibre in which rubber is used 
primarily as a binder; 

(b) Soles made principally of wood, 
in which rubber is used only as toe or 
heel inserts and covers not more than 
26 per cent of the area of the bottom 
of the sole. 

Manufacturers must mark the month 
and year packaged on one shoe of each 
pair of such shoes shipped after July 
15, and such marking automatically de- 
notes them as rationed shoes. 

OPA clarified this action by explain- 
ing that although rubber-soled shoes 
are rationed, under the former defini- 
tion, there has been some ‘misunder- 
standing in the trade about the status 
of shoes having fabric or rope soles im- 
pregnated with rubber, and those hav- 
ing scrap rubber, latex or similar rub- 
ber products in the soles. Many shoe 
establishments now have quantities of 
such footwear in stock, or in process of 
manufacture, and it will be rationed 
under the new definition. However, in 
order to make use of the materials and 
te allow dealers to dispose of stocks al- 
ready made up, ration-free transfers 
of any such shoes completed, packaged, 

[TURN TO PAGE 78, PLEASE] 


Dallas Shoe Men 
al + 
Form Association 
DALLAS, TEX.—Planned as a means 
to foster cooperation between the 
stores, the exclusive shoe stores in the 
downtown district, here, have effected 
organization of the Dallas Shoe ‘ Re- 
tailers’ Association under the chair- 


manship of V. E. Ryan; Austin Shoe 
Stores. era * : 


Vv. E. RYAN 


Store hours have been agreed upon, 
as has treatment of ration stamp No. 
18. Hours will be from 9 A. M. to 4:45 
P. M., except Thursdays which will be 
12 noon to 6 P. M., and Saturdays 9:30 
A. M. to 6 P. M. This arrangement 
affects all stores in the metropolitan 
area proper; there is an Eastern sec- 
tion of the city whose stores serve a 
different class of trade not included 
in this schedule. 

These hours of work have two ob- 
jects. One is to make staggered work 
hours for the benefit of the transpor- 
tation system, at present greatly over- 
loaded. Object two is to provide 
leisure for store workers and to correct 
too long hours that have prevailed 
heretofore. Consideration has been 
given in this particular to the belie®” 
that workers will show an inorease of 

[TURN TO PAGE 78, PLEASE] 
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OPA Frees More Types 


[CONTINUED FROM PAGE 77] 


and shipped from factories before July 
16 is being authorized. 

The Office of Price Administration 
has also announced that operators of 
certain types of:recreational facilities, 
such as bowling alleys, will be author- 
ized to apply for ration certificates per- 
mitting purchase of athletic shoes for 
loan or rental. 

Under Amendment No. 24, effective 
July 17, 19438, to the shoe ration order, 
operators of bowling alleys open to the 
general public, or operated primarily 
for members of the armed forces, may 
apply to an OPA District office for cer- 
tificates to permit them to maintain a 
stock of ten pairs of bowling shoes per 
alley for the first four alleys, and seven 
pairs for every alley thereafter. 

Operators of other types of athletic 
centers open to the general public or 
primarily for use by the armed forces, 
can apply for ration certificates to ac- 
quire the athletic shoes needed to main- 
tain the same number of shoes they had 
in stock for loan or rental to patrons 
on February 7, 1943, the date shoe ra- 
tioning became effective. 

All rationed athletic shoes se ac- 
quired. and any held for that purpose 
on February 7, may be loaned or rented 


However, they may not be loaned or 
iented for use off the applicant’s prem- 
ises, nor for a period longer than 12 
hours at a time to the same person. 
The applicant must retain title to the 
shoes and cannot sell them as used 
shoes. 

In taking this action OPA said that 
the shoes affected by this amendment, 
principally bowling shoes, have sold 
slowly under rationing and that manu- 
facturers and distributors have sub- 
stantial stocks on hand. Further man- 
ufacture has been limited by the War 
Production Board. 





Dallas Shoe Men 
Form Association 


[CONTINUED FROM PAGE 77] 


efficiency through concentration of 
energy and effort into the curtailed 
time. 


To get over to the public with a mini- 
mum of confusion these new hours; a 
cooperative ad has been run in two 
dailies, each member being signatory to 
the copy. It is planned to use other 
cooperative ads on occasions of mutual 
interest. Such an occasion may be the 
use of ration stamp No. 18. Because 
of the great flood of trade the last 
week of validity of stamp No. 17, and 
the degree to which forces were over- 
worked, stocks jumbled and depleted 
and inefficiencies which necessarily re- 
sulted to the customer, effort will be 
made to persuade customers not to 
hold stamp No. 18 until the last week 
of its life. 

Another detail upon which agree- 
ment has been reached concerns a 
city ordinance against fitting shoes on 
bare feet. This ordinance fits in with 
the group decision to require some foct 
covering at the time of fittings. 

Officers and members of the asso- 
ciation are: chairman, V. E. Ryan, 
Austin Shoe Stores, Inc.; vice-chair- 
men, Roy Hadel, Edison Bros. Stores, 
Inc.; Sam Laughlin, Paul’s Shoes, Inc.; 
Rivers Howell. Tom McAn; and J. M. 
Ramsey, Jarman’s Shoes. Other mem- 
bers are: Barney Arnold, Morgo’s Shoe 


Store; Martin Swartz, Chandler’s; 
Melvin Wood, Zesmer’s; Tom Moore, 
Baker’s; Gus East, Burt’s; Harry 


Berkman, Outlet; L. P. Johnson, Kin- 
ney’s and Joe Brown, Dan Cohen’s. 
The Association is a part of the 
Dallas Retail Merchants Association, 
whose executive secretary, R. C. Dol- 
bin, participated in the organization. 





Wood Sole Can Be 
Attached by Stitching 


BrocTon, Mass.—Gilbert Supple of 
the Barbour Welting Company, has ap- 
plied for letters patent on a wood sole 
which can be attached by stitching. 
Factories which have experimented 
with this new sole report favorably. 

Mr. Supple claims that the soles can 


te the applicant’s patrons ration-free. be assembled, ready to lay; that no 
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extra operations or skills are required + i 

in attaching it; and that the equipment a 3 
needed to attach it is the standard type . 

used in attaching all soles by the stiteb- 4 

ing process. This sole differs from 

others of wood in having a heavy mar- pany. 

ginal leather edge, which is forced, § The s 

under pressure, into the grooved edge ing whi 

of the sole and held in place with an one hur 

adhesive. When attached to the upper, family 

the edge, in addition to holding the the site 

stitching, also gives a real leather edge § %#in he 

to the sole. vorkers 
Two types of this sole are being e school, 

perimented with—a solid wood with and saf 


marginal leather edge which, being it- 
flexible, is used on rocker bottom lasts; 
and a sole cut to give it flexibility, 
which can be used on any shape of 
last. 

The soles are being made by the 
George E. Belcher Co., of Stoughton, 
and the leather is furnished by the 
Barbour Welting Company, Brorkton. 





Shoe Man’s Son Inducted 


St. Louis, Mo, — William (Billy) 
Wolff, son of Samuel Wolff, vice-pres 
ident and treasurer of Wolff-Tober 


a He eee. 


. . t 
Shoe Manufacturing Company, we? 
into the United States Army recently. Ging dl 
Billy. 18 vears old. graduated at Coun- Poa 
try Day School, St. Louis County, ™ - 
June. 
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Service Policy Succeeds 
[CONTINUED FROM PAGE 74] 


they would be permitted to try 
tir luck at selling shoes, with one of 
senior employees overseeing the 


It is scarcely surprising, therefore, 
that the name of Patton & Hall means 
good fit and satisfaction in footwear in 
Schenectady and environs. The city 
offers all the competition of a large 
metropolis; all the chains are repre- 
gnted, there are three good depart- 
ment stores featuring shoes in the 
same prices lines as Patton & Hall; 
there are also a few independent stores 
in direct competition so far as price is 
concerned. But the Patton & Hall policy 
af good men, good merchandise and 
good service has kept the business on 
the upgrade for fifty years, and it is 
conceivable that it will continue to 
fourish at least for the next fifty. The 
store’s ultimate goal, as summed up by 
Mr. Patton, is to “come through this 
war and handle the trade so that no 
one is dissatisfied with Patton & Hall.” 





Day Nursery Solves 
Absentee Problem 


[CONTINUED FROM PAGE 46] 


makers of Trimfoot Baby Deer 
and Pre-School Shoes. It was 
rst ever to be sponsored by an 
organization in the state of 
Missouri. Mothers pay a modest 25 
cents a day for the care and training 
of a child, including the principal meal 
of the day, milk and crackers during 
the afternoon, medicines and nurse’s 
care. The balance needed to pay for 
supplies and to maintain the building 
and its staff is made up by the com- 
pany. 
The school is in a seven-room build- 
ing which was built as a residence over 
me hundred years ago by the Long 
family of Farmington. Standing near 
the site of the old Long tannery, it 
gain houses the youngsters of leather 
workers. Broad lawns surround the 
thool, making outdoor play possible 
id safe. Slides, swings, a merry-go- 
tund and sandboxes are available in 
the Farmington city park which ad- 
joins the school. 

Wash-up time comes after each out- 
door play period and before and after 
lunch. Each child is responsible for his 
WR soap, towel and wash basin. The 
responsibility for setting and clearing 
leh tables is also given to the chil- 
dren as part of their training in group 
cocperation. 

They're doing a better job, these 
mothers who know their youngsters 
We safe and happy, and they are dis- 
Wering that the nursery school is 
ving children training and care that 
Sworth many times the price they pay. 

Rursery school has given to woman- 
Wer @ new ease and efficiency and has 
absenteeism to a minimum. 
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 PLI-MODE SHOE COMPANY 
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Open Government-Owned 
Synthetic Plant 


CAMBRIDGE, Mass. — H. J. Kroto, 
executive vice-president of Cambridge 
Rubber Co., has announced the recent 
opening at Baytown, Texas, of the larg- 
est government-owned plant in the 
country devoted to the manufacture of 
synthetic rubber, and associated in the 
management of which are the General 
Tire & Rubber Co., and a Cambridge 
Rubber Co. subsidiary, the General 
Latex and Chemical Corporation. In 
advance of the opening ceremonies, to 
which Mr. Kroto was invited, Governor 
Coke R. Stevenson of the state of Texas, 


had proclaimed the date to be “Amer- 
ican-Made Rubber Day.” 

Well-known executives in the Bos- 
ton district who will be associated with 
the management of this new plant in- 
clude H. Stuart Hotchkiss, chairman 
of the Board of the General Latex and 
Chemical Corporation; H. J. Elwell, 
the corporation’s president; and War- 
ren MacPherson, a member of the board 
of directors and president of the Cam- 
bridge Rubber Co. 

Basis of the raw material from which 
this synthetic is made is guayule, a 
weed which is found in large quantities 
in Texas and the large-scale cultiva- 
tion of which is now under way. 
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TO MERCHANTS | 
who want to make 
more money 








@ There's a tried and proven way to build up 
volume, win new customers, boost your busi- 
ness and make more money. It’s the remodel- 
ing of your store with a new Pittco Store Front. 


Write us today for our free book of facts— 
and plan to remodel your store with a Pittco 
Front when building restrictions are lifted. 
Pittsburgh Plate Glass Company, 
Grant Building, Pittsburgh, Pa. 


PITTSBURGH PLATE GLASS COMPANY 
‘PITTSBURGH stand for Quality Glass and aint 
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2264-3 








TRENTON 





Insoles —in shcets; flexible, ventilat- 


Linings—sock, vamp and quarter 


Platforms 


Heels and Wedges  - 


Write for further information 





ed strips; Knox Blocks 






linings; heel pads 












Midsoles Counters 








and samples 








INDUSTRIAL DIVISION 


HOMASOTE COMPANY 


NEW JERSEY 











Review of the Retail Trade 


VERSATILE STYLES SHOWN 
IN BALTIMORE 


VARIETY, versatility, and valiant 
“carrying” for Victory are the tri- 
umphant trio of virtues that mark the 
Baltimore, Md., footwear situation at 
this time. 

Creating keen current shoe inter- 
est are the new gabardine sling-back 
pumps and wedgies with black plas- 
tic soles and smart detachable bows, 
offered by Hochschild, Kohn and 
Company, and requiring no coupons. 
These are available in two heel 
heights. Ration-free colorful sandals 
with sturdy rubber soles, lounging or 





walking moccasins, and a dark port- 
hole oxford of perforated black or 
navy suede or sparkling patent are 
also this store’s best sellers, in addi- 
tion to all-white pumps. 

Doeskin and suedes, punched san- 


[CONTINUED FROM PAGE 70] 


dals and curved instep pumps with 
double rosettes of ribbon vie for the 
18 coupon at Hutzler’s with re- 
strained tailored whites, and Mexi- 
can-made huaraches in oxford and 
step-ins of natural tones. 

Baltimore shoe displays give no 
evidence of recently depleted stocks, 
for windows appear full of classic 
Summer favorites. At Stewart’s a 
ration-free play shoe with rope and 
rubber adhesive resilient sole is popu- 
lar with teenagers. 

Hess offers a masculine magnet in 
golf shoes that can be converted for 
regular wear by removing the sole 
spikes. They come in soft, sturdy 
brown leather; added attraction is the 
fact that no more shoes like these 
can be made for the duration. For 
the ladies, Hess stresses doeskin with 
faille ornaments. 

Wyman’s combines duty and beauty 
in air-conditioned dark mesh Sum- 
mer shoes, with both open and closed 
heels. While this firm has a wide 
variety of Summer play shoes, in 
white and wheat fabric, some tan- 
leather-trimmed, the salespeople are 
careful to explain that wear is not 


guaranteed. Schleisner does the same 
with a gaily colored linen on a special 
tested Victory sole. These come in 
red, wheat, navy, tan and black. Wy 
man is stressing a classic pump with 
a smart wall toe which may be wom 
plain or dressed up with a crystal 
like plastic buckle, or a matching rib 


ela 
Sci RE 


me Y 


bon pompon. This, they say, is the 
answer to the business girl’s prob 
lem. For children, Wyman’s Sum 
mer-into-Fall inducement is the “Buf 
falo-Billy,’” made of genuine water 
buffalo, wing tip or moccasin style. 
An air-conditioned oxford for men, 
with plenty of holes and strips, is # 
current good seller. 

Baltimore salespeople, when asked 
about the sale of two-tone whites, said 
that customers who do part with 4 
coupon for whites seem to prefer all 
whites, giving as reasons, “They look 
better after cleaning, take less time 
to clean, and go with anything. 
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Men’s Shoes to the Fore 


| [CONTINUED FROM PAGE 43] 
2 





on tour. They’re right on walking as- 
ts. They meet the needs of the 
with the softest of fine quality 
jn—with superlative craftsman- 

ith an easy flexibility that 

: them mileage champions. In 
fact, they’re the. kind of shoes you'll 






deerish for years... .” Krupp & Tuffly 
(Houston ) stress, “Quantity is ra- 
tioned—NOT quality,” and show 


“sturdy shoes you’ll wear a long time; 
six smart, comfortable, and sturdy 
shoes for these busy war-time days 
you're living on foot.” Back again to 
Sommer and Kaufmann (San Fran- 
cisco) who say, “Whether you’re punch- 
ing a time clock, working overtime as a 
yolunteer, or doing your essential job at 
home, your shoes must fit right from 
the start... .” Headline is good, too, 
‘Marchers step up your Summer pace 
to double quick time—keep you on your 
tees for your 48-hour week.” In the 
same town Hale Bros. advise, “This 
Summer Take it Easier. .. . It’s a busy 
season, a busy year. You'll be going 
alot and going on foot. Make it easier! 
Have one all-purpose handbag you can 
dean in a twinkling. Have comfortable 
shoes, styles to go anywhere.” Bags at 
$3.50; shoes, $6.95. 

Checking New York, we find extra 
aecent by several stores on reptiles. 
Miller’s, 54th Street and Fifth Ave., 
feature “Lizagators from Brazil” nam- 
ing them Gringo, Samba, Shank’s Fleet, 
Lady Eve and Manuelito. Copy reads, 
“Our good neighbor to the rescue with 
lizagator (trade mark) for women 
must have reptile shoes. Beloved for 
round the calendar wearability, eternal 
smartness and supple comfort.” 
($16.95). Arnold Constable had “Cobra 
—polished, wonderful reptilian leather 
for the final spot of dash your costume 
needs... and note well; these snakes 
gave their all so we could have 1200 
pairs of precious cobra shoes . . . but 
that’s all we have.” ($8.95). McCreery’s 
combined sandals and bags ($6.50 and 
$10.98) in red, green and brown snake- 
skin, while Gimbel’s offered Brazilian 
lizard in black or brown, “prized be- 
cause clever cutting emphasizes the 
handsomest part of the grain, prized 
because of its substantial texture, be- 
cause of its versatility. . .” 

Mary Jane Shoes (Philadelphia) 
said, “Forget your ration stamps! These 
(and hundreds like them) are UN- 
RATIONED ACTION SHOES... yes, 
tation free, care free, colorful, cool and 
comfortable. Lovely live-in-ables for 
play time, work time, daytime . . . all 
the time.” Block’s (Seattle, in featur- 
ing non-rationed play shoes, added a 
f00d footnote. “Not rationed—hosiery, 

» gloves, slippers.” 
Hess (Baltimore) says, “Let’s have 
of bows.” White Summer doeskin 
Sectator at $5.45 with extra bows at 
in brown, turftan, blue or black 
Patent and calf. “Extra colored bows 
t© give you several pairs of shoes in- 
‘ of one.” Berland’s (Chicago) 
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To Our 
STADIUM BOOT 
CUSTOMERS: 


Eleven years ago this corporation originated 
and since that time has consistently promoted 


STADIUM 


BOOTS 


TRACE MARK 





The outstanding characteristics of the genuine 
boot will be more fully covered in our regular 
advertising. The object of this public notice is 
to request your cooperation in protecting this 
trade mark, which has not only been definitely 
established by usage, but also has been sepa- 
rately registered with the state departments of 
the leading states where these boots are being 
featured. 


Please phone or wire our nearest office imme- 
diately in the event you learn of any boot other 
than our manufacture being sold as genuine 











STADIUM BOOTs. 








STADIUM 


BOOTS 








Branch Offices: 1328 Broadway, New York City ® Republic Build- 
ing, 209 S. State St., Chicago, Ill. © 258 The Arcade, Cleveland, 
Ohio ® 51 Fremont Street, San Francisco, Calif. 


feature a classic doeskin pump, 
“smartly simple for your more tailored 
things,” with a bow. “Presto it’s ready 
for gayer occasions.” In Baltimore, 
Miller’s offer a “Week-end Accessory 
Formula” consisting of dress shoes, 
casual shoes, sheer rayon and ribbed 
lisle stockings, cotton slip-on gloves, 
and a handbag of crochet patterned 
plastic. Revives the idea of “Vaca- 
cation wardrobe”—this year combin- 
ing rationed shoes with unrationed 
shoes and other accessories, with a cap- 
tion, “All this for ONLY ONE NO. 18 
COUPON! No hardship at all to have 
vacation smartness despite shoe ra- 
tioning!” 


| 
| 120-126 CATHERINE ST e 
| 




























SLIPPER CORP 


MALONE, N.Y. 


And finally from Toronto is Eaton’s 
ad featuring “Fun for your Summer 
feet—indoor, outdoor PLAY SHOES. 
... Summer’s a-coming, when your feet 
want cool comfort in smart play shoes. 
Airy sandals and sturdier walking ties! 
Suave heel-less pumps! Open air toes 
and soft-strolling wedge heels! Sum- 
mer colors, too, to complement your 
sport togs or your gay prints.” 

As a final and important note—lay- 
outs are generally good, with plenty of 
life, action and Summery coolness in 
their make-up. And remember: a GOOD 
layout that adds to the attention value 
of your ad, doesn’t take any more 
space than a mediocre layout! 
















Feature 





TUFFIE 
Heel Lifts 


to make New 


Repair Customers among Women 


Women who never before gave a thought to economy and 
fewer replacements when buying heel lifts are now asking 
about comparative values. That makes |-T-S Tuffie Heel 
Lifts as important to women as | - T - S Left and Right Rubber 
Heels are to men. |-T-S compounding gives the present 
war-time regenerated rubber longest possible level wear. 





|-T-S Tuffies are very thin, concave-convex for easy attach- 


ing and tight joint, fibre-backed so they won't push out heel 
covers. Please your women customers and build your shoe 
repair volume and profits by recom- 
mending and using | 


Heel Lifts. 


-T- S Tuffie 





THE I-T-S CO. 
Elyria, Ohio 


1.7.8 Tutfles have moulded- 
on fibre backs—won't push 
sovers. 





| Aitention - DISPLAYMEN 


Don’t miss this opportunity to add a patriotic punch to your 
displays with these original Darling Figurettes. Beautifully 
sculptored and decorated. WAACs and WAVES have reguk- 
tion uniforms. Figures stand 24 inches high. 


+925 each 


See these figures at your local DARLING DISTRIBUTOR, lo 
cated in principal cities. Write for full information to LA 
| Darling Company, Bronson, Michigan. 


Group of 
four figures 


‘34% 


NEW YORK OFFICE 
735 MARBRIDGE BLDG. 


DARLING 


The Name To Think Of FIRST In Display 





Change Specifications for Service Shoes 





New Requirements Designed to Strengthen Construction and Con- 


serve Leather. 


Miscellaneous Procurement 


Contracts Announced 


Boston, Mass.—Changes in the spe- 
cifications of the Type III service shoes, 
designed for the double purpose of 
strengthening construction and con- 
serving leather, have been announced 
at the Boston Quartermaster Depot. 
Furthermore, references to this shoe 
in the future will use, not Type III, 
but a nomenclature more descriptive— 
“Shoes, Service, Reversed Uppers.” The 
procurement of this type, it is said, will 
be continued for another three months. 

“New requirements,” says the QMC 
release, “include a lowering of the 
quarter pattern and an additional last- 
ing allowance permitting an overlay 
of the vamp in order to strengthen the 
construction at certain points of strain. 
The latter change entails the incorpora- 
tion of new construction details prior 
to the laying of the compound outsole, 
and to permit these, a new type of 
shank has been specified. Other changes 
call for the elimination of the tip and 
of the two rivets on the upper part of 
the back stay.” 

Specifications, as originally prepared, 
called for each contractor to supply 
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with each pair of these shoes a small 
container of dubbing. It was to have 
been put in the left shoe of every pair. 
This requirement, however, it has been 
announced, will be “held in abeyance 
temporarily.” 

Miscellaneous procurement contracts, 
announced during the last half of June, 
include 11,978 pairs of Type II service 
shoes, most of which are to be made 
by the International Shoe Co.; 1,896 
pairs of hob-riveted service shoes, to 
be made by A. R. Hyde & Sons Co.; 
696 pairs of women’s field shoes to be 
made by The Green Shoe Manufactur- 
ing Co.; 276 pairs of women’s low ser-_ 
vice shoes to be made by the George 
E. Keith Co.; 8,000 pairs of lasts for 
shoes worn by the women in the ser- 
vice, including field shoes and low ser- 
vice shoes, contracts for which were 
divided among the United Last Co., 
Sterling Last Co., the Vulcan Corpora- 
tion and the George E. Belcher Co.; 
11,087 pairs of rubber taps, including 
some half-taps; 359,386 pairs of leather 
outersoles, 180,280 pairs of leather in- 
nersoles, and 332,459 of black rubber 


heels, including some of the orthopedic 
variety. A miscellaneous assortment of 
repair equipment and materials ends 
the listing. 


Residents of Canada Can 
Buy Shoes in U. S. 


WASHINGTON, D. C.—The Office of 
Price Administration has amended Ra- 
tion Order No. 17 to enable travelers 
from foreign countries, not now eligi- 
ble for ration books, to buy while here 
one pair of shoes per ration period 
This amendment is designed particu- 
larly to help residents of Canada near 
the United States border who custom- 
arily cross the border to shop. Many 
of them, in fact, are citizens of the 
United States. Hereafter they will be 
able to get ration coupons by applying 
in writing (no special form is neces 
sary) to an OPA district office or 4 
local board designated by that office. 
The letter of application must contain 
the name and address of the applicant 
and list the names of other members 
of the immediate family included in 
the application. Merchants desiring to 
help Canadian customers are ad 
to get full details from their local ra- 
tioning boards. The same amendment 
is applicable to persons in this country 
who are internees and inmates of in- 
stitutions which do not supply inmates 
with shoes. 
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Remodeling Doubles 
Stock Capacity 
[CONTINUED FROM PAGE 33] 


the shelving frontage, his seating ca- 
pacity could be increased 20 per cent. 

This type of seating arrangement 
also allowed a maximum of attractive 

space if Mr. Rich used show- 
pores in the shelving frontage above 
and behind the chairs. These cases 
gre visible to the customer as soon as 
ge enters the shoe department, pre- 

to her the styles and trends be- 
fre she sits down. Mr. Rich ar- 
ranges these display boxes for the pur- 
pose of suggesting to the customer 
that she choose patterns in which he 
has a wide variety of sizes and a good 
sock. This means that he shows his 
best and most available merchandise 
first. 

Ben Rich chose deep toned, plain 
carpeting, a rich shaded varnish for 
his shelving frontage, and plain 
chromium and leather chairs to give 
the shoe salon a harmony that should 
eeourage even the most weary cus- 
tomer to stop and rest while she is 
being fitted with a pair of shoes. 
Fluorescent lighting gives the whole 
salon a cheering daylight effect and 
diminates any suggestion of glare or 
harshness. 

Mr. Rich feels that war workers, es- 
pecially since shoe rationing, want and 
ned comfort and styling in quality 
merchandise. He thinks that they de- 
serve a comfortable and attractive 
salon in which to make their selec- 
tins—“Especially since labor short- 
ages and inexperienced help often 
make it impossible for us to give 
speedy service without sacrificing the 
time necessary for good fitting. And,” 
he added, “we never sacrifice good 
fitting no matter how many may be 
waiting.” 


lederer Recovers from 
Serious Operation 


Shoe men in every state will be in- 
tetested to know that Ralph Lederer, 
Metident of the Lederer Industries, 
ine, America’s oldest exclusive children 
Wvenir and advertising novelty busi- 
tess has recovered from a serious oper- 
tia which confined him to the Poly- 
ditie Hospital in New York for almost 
‘wo months. 

Returning from his semi-annual ten 

: trip across the country (his 86th 
Mp in the last 43 years since he 

the business) Mr. Lederer 
went directly to the hospital. 

the Lederer Industries, formerly 
mown as The Lederer Importing Co., 
"Ww located in new offices at 39 West 

Street. Mr. Lederer’s two sons, 
Howard and Bob, carry on the tradition 
if the business. 
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AMERICA’S FINEST BABIES 
LOOK TO YOU...AND MRS. DAY 


For Cheir Foot Health 


OF all the duties that are performed in shoe retailing, 
none is quite so important as the fitting of infants’ shoes, and 
none more profitable when it is faithfully discharged. Con- 
fidence inspired by the merchant in the mother with carefully 
fitted Mrs. Day's Ideal Baby Shoes pays attractive dividends. 
Baby foot sizes change five to eight times during the first 
year, and each change of size means another sale of Ideal 
Baby Shoes. Correct fitting is so important at this time, that 
Uncle Sam has not rationed baby shoes from size zero to 4, 
including soft, hard and intermediate soles. 


Mrs. Day's family of Ideal Baby shoe dealers enjoy a nation- 
wide reputation for selling the best in infant foot coverings. 
This reputation is the result of years of research by Mrs. Day, 
careful selection of materials just right for each type of shoe 
and the skill of knowing how to work them. 


mrs. DAY‘’s IDEAL sasy soe co. 


DANVERS *© MASSACHUSETTS 
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Fourth “E” Award for U. S. Rubber Co. * 


« 
n> 


The fourth Army-Navy "E" flag to be awarded to United States Rubber Company. 

Ceremony was held at the Eau Ciaire, Wisconsin, Ordnance Plant of the company. 

Holding the flag are Howard O. Hutchens, plant manager, and Lt. Col. Boone 
Gross, chief of small arms ammunition, Philadelphia, Pa. 


New YorK — United States Rubber 
Company has been awarded its fourth 
Army-Navy “E” for excellence in war 
production at the Eau Claire, Wiscon- 
sin, Ordnance Plant. Before a crowd 
of 10,000 people, Lieutenant Col. Boone 
Gross, former Commanding Officer at 
Eau Claire and now Officer in Charge 
of Small Arms Ammunition Plants 


with headquarters at Philadelphia, pre- 
sented the Army-Navy “E” flag on be- 
half of Under-Secretary of War Robert 
P. Patterson. 

Howard O. Hutchens, factory man- 
ager, in accepting the pennant pledged 


that the employees would continue to 


go forward to set new production rec- 
ords so that in six months a star would 


be shining in the field of red and diye 
Mr. Hutchens thanked the represent. 
tives of the Army and Navy ang 
particularly Private John F. Adams, 
wounded veteran of the New Guines 
campaign who came from Percy Jones 
Memorial Hospital at Battle Cregk 
Michigan, for the ceremonies, 

Henry S. Marlor, vice-president ang 
director of the United States Rubber 
Company, congratulated the employees 
for their excellent record. 

Captain M. M. Mason, Commanding 
Officer of the Eau Claire Ordnance 
Plant who led the first cadre of Army 
officers to the plant more than a year 
ago, introduced Colonel Gross, calling 
attention to the record which the latter 
had established during his command 
at the plant. John E. Lynch, service 
manager of the plant, was master of 
ceremonies. Representing the Navy 
was Lieutenant Commander T, ¥ 
Brautigam, Senior Naval Advisor at 
Chicago, who presented the “E” pins 
to the employees. These were accepted 
by Harold E. House, president of local 
19, United Rubber Workers of Amer- 
ica. 


Store Manager in Service 


Houston, TEXAS—Odell Carver, man- 
ager of Baker’s Shoe Store, has re 
ported to Fort Sam Heuston, San An- 
tonio, Texas, for military service. 

He has been succeeded as manager 
by E. H. Schultz, who came here from 
Miami. 





ZOURI STORE FRONTS 


FRONTS 


NILES, MICHIGAN 
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a's Impact on 
Stores 


[OONTINUED FROM PAGE 35] 


with them in assuming the 
of these adjustments (the per- 
being 27 per cent in the case 
t stores and 43 per cent 
‘ease of retail shoe stores) were 
y failing to take these changed 
into consideration, since a 
percentage said parenthetically 
their manufacturers never did co- 
unless the customer’s com- 

nt was legitimate. 
Seqsible merchants these days have 
forced, except in extreme cases, 
make adjustments solely on the 
i: of improper fit, and to explain 
at the time of sale to every cus- 
, giving them all the reasons. 
mic will become a universal practice, 
nly, When the last of the pre-war 
es fade from the shelves of the na- 
in's stores. And the majority of con- 
seems inclined to confine most 
its kicks to the wearing quality of 
sole leather—a natural complaint 
one which will continue until 
wple generally awake to the fact that 
me is very little good sole leather to 
had by the manufacturer of civilian 
wear. Continuing education of the 

ic is indicated. 


MANPOWER 


The farmers are by no means the 
lyones having a hard time of it. Re- 
nil salesmen, too, are disappearing at 
dlarming rate—some bobbing up in 
and others as workers in the 

ut plants. Their places, we gather 
a study of our questionnaires, 
being taken by a motley crew com- 

ised Of their mothers; sisters, aunts, 
and kid brothers, many of them 

iii ne experience. Once installed in 
ir new jobs, they learn by the trial 

@ror method; and the going is 

for everyone concerned. 
Tie sale of aspirin is headed for a 
whigh, for the newly-created sales- 
amd saleswomen, whether actu- 
by the patriotic impulse to free 
Tor the Navy and Bill for the 
s, or the natural urge to make 

Money with which to meet the 

til, nevertheless need plenty of 

@id attention before they can 

between a bal and a 
“ucher or, in the realm of orthopedics, 
mivten a fat ankle and a bunion; not 

Mtion the time taken before they 

“tid without effort where the boss 

Mit those 2403's. 

Swings are not quite so bad as 
Painted them above, for back 
Tetail shoe industry are also 

pomg expert salesmen long since 
_=-teturning with grins on their 
™% the vocation many of them 

unwillingly; happy in the 
pMemt that once again they are to be 

% Werjoyed that they have been 

a place in which, even 


the Clock was a 
“SUBSTITUTE” 











...and so was LEATHEROK * 


both are ACCEPTED STANDARDS NOW 





As the clock became a standard 
because it was better than the 
old time-keeping methods — so 
“Leatherok” has been accepted 
as the STANDARD Heel Base 
Material — because of its per- 
formance on Dress (black and 
tan) Work, Play, and now on 
Military shoes. 


Manufacturers want more “Lea- 
therok” than we can supply. 
Just as soon as military require- 
ments release even a small por- 
tion of our production, this will 
be available for civilian shoes. 


For Post War footwear — “Lea- 
therok” Heel Bases will supply 
lasting heel satisfaction. 





GEORGE O. JENKINS CO. 
Bridgewater, Massachusetts 





LOOK UNDER 
THE TOPLIFT, 
MR. RETAILER! 


- « « « When you find 
“Leatherok", the Stand- 
ard, tough, resilient, 
water-resisting Heel 
Base you may be sure 
that by the standards of 
proven worth “Leatherok’ 
meets all heel base re- 
quirements. 
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weerrest of me 


®% Reg. U.S. Pat. OFF. 











thought it be indirect, they are helping 
the war effort. 

These things the figures do not 
show; they were culled from personal 
letters attached to the returned ques- 
tionnaires—letters from managers and 
store owners whose confidences were a 
fifty-fifty compound of mirth and 
madness. 

Briefly, what the cold figures show is 
that 65 per cent of all reporting mer- 
chants—retail stores and shoe depart- 
ments—have lost from one to more 
than five men to the military services; 
and 53 per cent have lost from one to 
more than five to the war industries; 


that 67 per cent have been unable to 
replace these employees satisfactorily; 
that widespread use is being made of 
inexperienced salespeople and part- 
time help; that women are replacing 
men in two-thirds of the cases re- 
ported; and that a large majority of 
merchants wish they were not. When 
it comes to educating these women, as 
well as the inexperienced male em- 
ployees, 71 per cent report the use of 
individual instruction in the store and 
freely admit that, for the time being, 
at least, and until this educational 
process has had time to be felt, lower 

[TURN TO PAGE 87, PLEASE] 
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Feature 





TUFFIE 
Heel Lifts 


to make New 


Repair Customers among Women 


Women who never before gave a thought to economy and 
fewer replacements when buying heel lifts are now asking 
about comparative values. That makes |-T-S Tuffie Heel 
Lifts as important to women as | - T - S Left and Right Rubber 
Heels are to men. |-T-S compounding gives the present 
war-time regenerated rubber longest possible level wear. 
|-T-S Tuffies are very thin, concave-convex for easy attach- 
ing and tight joint, fibre-backed so they won't push out heel 
covers. Please your women customers and build your shoe 
repair volume and profits by recom- 
mending and using | 


Heel Lifts. 








-T- S Tuffie 





1.T.S Tutles have moulded- 
on fibre bacxs—won't push 
out heel sovers. 


THE |I-T-S CO. | 
Elyria, Ohio | 














| Attention - D\SPLAYMEN 


Don’t miss this opportunity to add a patriotic punch to your 
displays with these original Darling Figurettes. Beautifully 
sculptored and decorated. WAACs and WAVES have regula- 
tion uniforms. Figures stand 24 inches high. 


$925 each 


oan. $342 


| See these figures at your local DARLING DISTRIBUTOR, lo- 
| cated in principal cities. Write for full information to L.A 
| Darling Company, Bronson, Michigan. 


DARLING 


The Name To Think Of FIRST In Di 


NEW YORK OFFICE 
735 MARBRIDGE BLDG. 





Change Specifications for Service Shoes 





New Requirements Designed to Strengthen Construction and Con- 


serve Leather. 


Miscellaneous Procurement 


Contracts Announced 


Boston, Mass.—Changes in the spe- 
cifications of the Type III service shoes, 
designed for the double purpose of 
strengthening construction and con- 
serving leather, have been announced 
at the Boston Quartermaster Depot. 
Furthermore, references to this shoe 
in the future will use, not Type III, 
but a nomenclature more descriptive— 
“Shoes, Service, Reversed Uppers.” The 
procurement of this type, it is said, will 
be continued for another three months. 

“New requirements,” says the QMC 
release, “include a lowering of the 
quarter pattern and an additional last- 
ing allowance permitting an overlay 
of the vamp in order to strengthen the 
construction at certain points of strain. 
The latter change entails the incorpora- 
tion of new construction details prior 
to the laying of the compound outsole, 
and to permit these, a new type of 
shank has been specified. Other changes 
call for the elimination of the tip and 
of the two rivets on the upper part of 
the back stay.” 

Specifications, as originally prepared, 
called for each contractor to supply 
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with each pair of these shoes a small 
container of dubbing. It was to have 
been put in the left shoe of every pair. 
This requirement, however, it has been 
announced, will be “held in abeyance 
temporarily.” 

Miscellaneous procurement contracts, 
announced during the last half of June, 
include 11,978 pairs of Type II service 
shoes, most of which are to be made 
by the International Shoe Co.; 1,896 
pairs of hob-riveted service shoes, to 
be made by A. R. Hyde & Sons Co.; 
696 pairs of women’s field shoes to be 
made by The Green Shoe Manufactur- 
ing Co.; 276 pairs of women’s low ser- 
vice shoes to be made by the George 
E. Keith Co.; 8,000 pairs of lasts for 
shoes worn by the women in the ser- 
vice, including field shoes and low ser- 
vice shoes, contracts for which were 
divided among the United Last Co., 
Sterling Last Co., the Vulcan Corpora- 
tion and the George E. Belcher Co.; 
11,087 pairs of rubber taps, including 
some half-taps; 359,386 pairs of leather 
outersoles, 180,280 pairs of leather in- 
nersoles, and 332,459 of black rubber 


heels, including some of the orthopedic 
variety. A miscellaneous assortment of 
repair equipment and materials ends 
the listing. 


Residents of Canada Can 
Buy Shoes in U. S. 


WASHINGTON, D. C.—The Office of 
Price Administration has amended Ra- 
tion Order No. 17 to enable travelers 
from foreign countries, not now eligi- 
ble for ration books, to buy while here 
one pair of shoos per ration period. 
This amendment is designed particu- 
larly to help residents of Canada near 
the United States border who custom- 
arily cross the border to shop. Many 
of them, in fact, are citizens of the 
United States. Hereafter they will be 
able to get ration coupons by applying 
in writing (no special form is neces 
sary) to an OPA district office or @ 
local board designated by that office. 


“The letter of application must contain 


the name and address of the applicant 
and list the names of other members 
of the immediate family included in 
the application. Merchants desiring to 
help Canadian customers are advi 
to get full details from their local ra- 
tioning boards. The same amendment 
is applicable to persons in this country 
who are internees and inmates of in- 
stitutions which do not supply inmates 
with shoes. 
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Remodeling Doubles 
Stock Capacity 


[CONTINUED FROM PAGE 33] 


the shelving frontage, his seating ca- 
pacity could be increased 20 per cent. 

This type of seating arrangement 
also allowed a maximum of attractive 
display space if Mr. Rich used show- 
boxes in the shelving frontage above 
and behind the chairs. These cases 
are visible to the customer as soon as 
she enters the shoe department, pre- 
senting to her the styles and trends be- 
fore she sits down. Mr. Rich ar- 
ranges these display boxes for the pur- 
pose of suggesting to the customer 
that she choose patterns in which he 
has a wide variety of sizes and a good 
stock. This means that he shows his 
best and most available merchandise 
first. 

Ben Rich chose deep toned, plain 
carpeting, a rich shaded varnish for 
his shelving frontage, and plain 
chromium and leather chairs to give 
the shoe salon a harmony that should 
encourage even the most weary cus- 
tomer to stop and rest while she is 
being fitted with a pair of shoes. 
Fluorescent lighting gives the whole 
salon a cheering daylight effect and 
eliminates any suggestion of glare or 
harshness. 

Mr. Rich feels that war workers, es- 
pecially since shoe rationing, want and 
need comfort and styling in quality 
merchandise. He thinks that they de- 
serve a comfortable and attractive 
salon in which to make their selec- 
tions—“Especially since labor short- 
ages and inexperienced help often 
make it impossible for us to give 
speedy service without sacrificing the 
time necessary for good fitting. And,” 
he added, “we never sacrifice good 
fitting no matter how many may be 
waiting.” 


Lederer Recovers from 
Serious Operation 


Shoe men in every state will be in- 
terested to know that Ralph Lederer, 
President of the Lederer Industries, 
Ine., America’s oldest exclusive children 
souvenir and advertising novelty busi- 
ness has recovered from a serious oper- 
ation which confined him to the Poly- 
dinie Hospital in New York for almost 
two months. 

Returning from his semi-annual ten 
Week trip across the country (his 86th 
ip in the last 43 years since he 
founded the business) Mr. Lederer 
Went directly to the hospital. 

Lederer Industries, formerly 
known as The Lederer Importing Co., 
'§ Now located in new offices at 39 West 
19th Street. Mr. Lederer’s two sons, 
Howard and Bob, carry on the tradition 
of the business. 
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AMERICA’S FINEST BABIES 
LOOK TO YOU...AND MRS. DAY 


For Cheir Foot Health 


OF all the duties that are performed in shoe retailing, 
none is quite so important as the fitting of infants’ shoes, and 
none more profitable when it is faithfully discharged. Con- 
fidence inspired by the merchant in the mother with carefully 
fitted Mrs. Day's Ideal Baby Shoes pays attractive dividends. 
Baby foot sizes change five to eight times during the first 
year, and each change of size means another sale of Ideal 
Baby Shoes. Correct fitting is so important at this time, that 
Uncle Sam has not rationed baby shoes from size zero to 4, 


including soft, hard and intermediate soles. 


Mrs. Day's family of Ideal Baby shoe dealers enjoy a nation- 
wide reputation for selling the best in infant foot coverings. 
This reputation is the result of years of research by Mrs. Day, 
careful selection of materials just right for each type of shoe 
and the skill of knowing how to work them. 


mrs. vay’s IDEAL sasy sHoe co. 


DANVERS * MASSACHUSETTS 











Fourth “E” Award for U. S. Rubber Co. 
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The fourth Army-Navy "E" flag to be awarded to United States Rubber Company. 

Ceremony was held at the Eau Claire, Wisconsin, Ordnance Plant of the company. 

Holding the flag are Howard O. Hutchens, plant manager, and Lt. Col. Boone 
Gross, chief of smail arms ammunition, Philadelphia, Pa. 


New YorK — United States Rubber 
Company has been awarded its fourth 
Army-Navy “E” for excellence in war 
production at the Eau Claire, Wiscon- 
sin, Ordnance Plant. Before a crowd 
of 10,000 people, Lieutenant Col. Boone 
Gross, former Commanding Officer at 
Eau Claire and now Officer in Charge 
of Small Arms Ammunition Plants 


with headquarters at Philadelphia, pre- 
sented the Army-Navy “E” flag on be- 
half of Under-Secretary of War Robert 
P. Patterson. 

Heward O. Hutchens, factory man- 
ager, in accepting the pennant pledged 
that the employees would continue to 
go forward to set new production rec- 
ords so that in six months a star would 





be shining in the field of red and blue, 
Mr. Hutchens thanked the representa- 
tives of the Army and Navy and 
particularly Private John E. Adams, 
wounded veteran of the New Guinea 
campaign who came from Percy Jones 
Memorial” Hospital at Battle Creek, 
Michigan, for the ceremonies. 

Henry S. Marlor, vice-president and 
director of the United States Rubber 
Company, congratulated the employees 
for their excellent record. 

Captain M. M. Mason, Commanding 
Officer of the Eau Claire Ordnance 
Plant who led the first cadre of Army 
officers to the plant more than a year 
ago, introduced Colonel Gross, calling 
attention to the record which the latter 
had established during his command 
at the plant. John E. Lynch, service 
manager of the plant, was master of 
ceremonies. Representing the Navy 
was Lieutenant Commander T. M. 
Brautigam, Senior Naval Advisor at 
Chicago, who presented the “E” pins 
to the employees. These were accepted 
by Harold E. House, president of local 
19, United Rubber Workers of Amer- 
ica. 





Store Manager in Service 


Houston, TEXAS—Odell Carver, man- 
ager of Baker’s Shoe Store, has re- 
ported to Fort Sam Houston, San An- 
tonio, Texas, for military service. 

He has been succeeded as manager 
by E. H. Schultz, who came here from 
Miami. 








FRONTS 


ZOURI STORE FRONTS 





NILES, MICHIGAN 
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War’s Impact on 


| Shoe Stores 


[CONTINUED FROM PAGE 35] 


cooperating with them in assuming the 
burden of these adjustments (the per- 
centage being 27 per cent in the case 
of department stores and 43 per cent 
in the case of retail shoe stores) were 
gbviously failing to take these changed 
standards into consideration, since a 
sizable percentage said parenthetically 
that their manufacturers never did co- 
operate unless the customer’s com- 
plaint was legitimate. 

Sensible merchants these days have 
been forced, except in extreme cases, 
to make adjustments solely on the 
basis of improper fit, and to explain 
this at the time of sale to every cus- 
tomer, giving them all the reasons. 
This will become a universal practice, 
surely, when the last of the pre-war 
shoes fade from the shelves of the na- 
tion’s stores. And the majority of con- 
sumers seems inclined to confine most 
of its kicks to the wearing quality of 
the sole leather—a natural complaint 
and one which will continue until 
people generally awake to the fact that 
there is very little good sole leather to 
be had by the manufacturer of civilian 
footwear. Continuing education of the 
public is indicated. 


MANPOWER 


The farmers are by no means the 
only ones having a hard time of it. Re- 
tail salesmen, too, are disappearing at 
an alarming rate—some bobbing up in 
wmiform and others as workers in the 
war plants. Their places, we gather 
from a study of our questionnaires, 
are being taken by a motley crew com- 
prised of their mothers; sisters, aunts, 
meles and kid brothers, many of them 
with no experience. Once installed in 
their new jobs, they learn by the trial 
and error method; and the going is 
tough for everyone concerned. 

The sale of aspirin is headed for a 
new high, for the newly-created sales- 
men and saleswomen, whether actu- 
ated by the patriotic impulse to free 
John for the Navy and Bill for the 
Marines, or the natural urge to make 
some money with which to meet the 
tax bill, nevertheless need plenty of 
time and attention before they can 
distinguish between a bal and a 
blucher or, in the realm of orthopedics, 
between a fat ankle and a bunion; not 
t mention the time taken before they 
an find without effort where the boss 
has put those 2403's. 

But things are not quite so bad as 
we have painted them above, for back 
into the retail shoe industry are also 
‘teaming expert salesmen long since 

—returning with grins on their 
fates to the vocation many of them 
lad left unwillingly; happy in the 
thought that once again they are to be 
Weful; overjoyed that they have been 

to find a place in which, even 
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the Clock was a 
“SUBSTITUTE” 








...and so was LEATHEROK * 


both are ACCEPTED STANDARDS NOW 





As te clock became a standard 
because it was better than the 
old time-keeping methods — so 
“Leatherok” has been accepted 
as the STANDARD Heel Base 
Material — because of its per- 
formance on Dress (black and 
tan) Work, Play, and now on 
Military shoes. 


Manufacturers want more “Lea- 
therok” than we can supply. 
Just as soon as military require- 
ments release even a small por- 
tion of our production, this will 
be available for civilian shoes. 


For Post War footwear — “Lea- 
therok” Heel Bases will supply 
lasting heel satisfaction. 





LOOK UNDER . 
THE TOPLIFT, 
MR. RETAILER! 


- «+ « « When you find 
“Leatherok", the Stand- 
ard, tough, resilient, 
water-resisting Heel 
Base you may be sure 
that by the standards of 
proven worth “Leatherok" 
meets all heel base re- 
quirements. 








GEORGE O. JENKINS CO. 


Bridgewater, Massachusetts 











®% Reg. U.S. Pat. OFF. 








thought it be indirect, they are helping 
the war effort. 

These things the figures do not 
show; they were culled from personal 
letters attached to the returned ques- 
tionnaires—letters from managers and 
store owners whose confidences were a 
fifty-fifty compound of mirth and 
madness. 

Briefly, what the cold figures show is 
that 65 per cent of all reporting mer- 
chants—retail stores and shoe depart- 
ments—have lost from one to more 
than five men to the military services; 
and 53 per cent have lost from one to 
more than five to the war industries; 





that 67 per cent have been unable to 
replace these employees satisfactorily; 
that widespread use is being made of 
inexperienced salespeople and part- 
time help; that women are replacing 
men in two-thirds of the cases re- 
ported; and that a large majority of 
merchants wish they were not. When 
it comes to educating these women, as 
well as the inexperienced male em- 
ployees, 71 per cent report the use of 
individual instruction in the store and 
freely admit that, for the time being, 
at least, and until this educational 
process has had time to be felt, lower 

[TURN TO PAGE 87, PLEASE] 
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$ ASCcO 
BOWLING SHOES 

and OXFORDS 
20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles 
Right foot rubber sole 
Left foot leather sole 
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FOOT RELIEF or Money Back 
MEDICATED FOOT BATHS 


fully guaranteed 
8 oz. size $6.00 per doz. Retails at $1.00 
sold in good stores for years ~ 


R. E. BROWN 
318 N. Brand Bivd., Glendale, Calif. 
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CADIE CHEMICAL peoesets INC. 
621 SIXTH AVE., NEW city 





Army Buys Heels 
And Heel Pads 


Boston, MAss.—Twelve million pairs 
of russet sheepskin heel pads have been 
contracted for at the Boston Quarter- 
master Depot, it was announced re- 
cently. The Army has also contracted 
to buy 132,412 pairs of whole rubber 
heels (black) and 157,790 pairs of 
leather innersoles. 








R. Neumann & Co. 
Observes 80th Year 


HOBOKEN, N. J.—Time counts en the 
production line even though a business 
tinds it is the eightieth time an anni- 
versary occurred. The officials and em- 
ployees of R. Neumann & Co. are too 
concerned with orders for military 
leather and for manufacturers of civil- 
ian shoes to make more than passing 
remarks about the firm’s octogenarian 
year. 

Since philosophers say the same note 
strikes again and again throughout 
Man’s encounter with Time, there 
should be dozens of sprouting small 
businesses which will be earmarked by 
destiny as was a tiny store in New 
York City in 1863, opened by one 
Raphael Neumann with offerings of 
imported leathers. As the American 
railroad era opened a new tide of travel, 
luggage became an important field for 
leather men. The demand for heavy 
grained seal leather was greater than 
supplies coming in from Europe so Mr. 
Neumann decided he would have to aug- 
ment his stock with the same raw ma- 
terial tanned in this country under his 
own control. His judgment was right 
and in 1888 a larger tannery was built 
in. Hoboken on part of the present site 
of the Neumann plant. Today, the 
tannery occupies twelve consolidated 
buildings with floor area of more than 
a quarter million square feet. This 
plant is regarded as one of the most 
modern in the tanning industry. Here 
cne finds the latest equipment, improved 
methods, and above all, a clean, con- 
genial environment utterly unlike the 
common conception of a tannery. 

Since the twenties, R. Neumann & 
Co. has been developing specialty leath- 
ers for the general shoe trade and was 
largely responsible for the long con- 
tinued vogue for embossed grains. Few 
tanneries in the world produced so 
many different lines, and before war- 
time restrictions, the firm served nine 
major industries. 

About the turn of the century, 
George B. Bernheim, chairman of the 
board, entered the business into which 
his father, a nephew of Raphael Neu- 
mann, had become a partner. He has 
two sons who followed his own career 
as a practical] tanner. Richard special- 
ized in chemistry at Princeton, then 
started his own experimental tannery 
for research and development of new 
techniques. He is the company’s rpresi- 
dent on leave of absence, actively serv- 
ing as a lieutenant in the Naval Air 
Force. Philip, a younger son and grad- 
uate of Wisconsin, similarly applied 
himself in all tannery de~artments and 
today looks after production. 





Stationed in Atlanta 


Houston. Texas— Harry Susman, 
yroprietor of the Vorue shoe stores in 
Galveston, Corpus Christi and this 
city is now stationed in Atlanta, Ga. 
He is now a 2nd Lieutenant in the 
Army Administration Corps. 
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Cambridge Rubber Employees 
Have Own Newspaper 


CAMBRIDGE, Mass.—Cam-Unity is the 
name selected for an unusually attrac- 
tive 8-page newspaper, backed by the 
executives and written and published 
by the employees of the Cambridge 
Rubber Company of this city. Asa 
morale builder it ranks high among all 
fourteen departments of this well- 
known Cambridge organization. Each 
department is represented by its own 
correspondent. All correspondents— 
in fact, all employees—are encouraged 
to make suggestions for its betterment. 
Each is constantly on the search for 
original material with which to “lead” 
the publication. Cam-Unity is their 
own and they have made it good. 

The paper is freely illustrated with 
half-tone reproductions of photographs, 
some factory groups, others now in the 
armed services but formerly employees 
of the company. News stories are de- 
signed to give information of the per- 
sonality type, to combat absenteeism, 
to advertise the factory suggestion 
boxes, to record departmental activi- 
ties, ete. 

This paper, the name of which was 
chosen by staging a contest which every 
employee was entitled to enter, is an 
attractive contribution to the principle 
that success is largely a matter of 
teamwork. 
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War’s Impact on 
Shoe Stores 


[CONTINUED FROM PAGE 85] 


standards of fitting are apt to prevail. 
They hope for the best. 


WINDOW DISPLAY AND 
ADVERTISING 


For the purpose of a general discus- 
sion of promotional trends during war- 
time, window display and advertising 
have been joined, although they were 
separate in the questionnaires and ap- 
pear separately in the questionnaire 
analyses which follow. 

Department store shoe managers 
and independent retailers alike agree 
on the continuing importance of dis- 
play, war or no war, but disagree 
sharply on the amount of money to be 
spent for newspaper advertising. Re- 
ports from the former indicate that 25 
per cent are actually spending more, 
that 38 per cent are spending the same 
amount and that 37 per cent are spend- 
ing less; while retail shoe stores, in 
the face of a seller’s market, have cur- 
tailed their budgets sharply, 78 per 
cent spending less. This percentage, 
however, may have been influenced by 
savings effected rather than by space 
curtailed, as many report the increas- 
ing use of matrices furnished by man- 
ufacturers. 

It was in the answers to a question 
as to the type of copy being used now 
in retail advertising that we found the 
real meat of the matter. These an- 
swers, incidentally, were in many cases 
identical with the answers given to a 
question as to the principles and ob- 
jectives which should be applied by 
merchants in formulating a war-time 
display program. 

In both categories, which listed 50 
or 60 different opinions, 24 per cent 
voted for displays and advertising 
built around war bond and stamp sales 
and other patriotic motifs.. Runner-up, 
with 20 per cent, was “talk up quality.” 
Third on the list was the promotion of 
utility shoes. These three alone ac- 
counted for 63 per cent of the scores of 
answers. “Less attention to back- 
ground and more emphasis on shoes,” 
said a few; while just as many said 
exactly the reverse, justifying their 
Stand by pointing out that standard- 
ized styles can be glamourized only by 
putting them in an effective environ- 


ment. Two per cent of the retail stores. 


advised changing trims often. Two per 
cent voted equally eagerly for not 
More than two changes a year until 
Hitler, Hirohito and Mussolini have 
faded. 

All of which utterly failed to discon- 
cert one alert chap who said he had 
solved all his promotional problems by 
hiring an expert with whose policy he 
had not yet familiarized himself. 
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NEO-CORD 


(Oil Resisting ) 


NEO-CORD Soles and Heels are available for 
use on industrial work shoes, also safety shoes 


(steel box toe). If your manufacturers do not 
have them, write us for information where they 
can be secured. ; 


NEO-CORD Soles and Heels are made of neo- 
prene with cord construction. They are resistant 
to oils, acids, greases, caustics and heat. They 
are manufactured for both Men's and Women's 
Work and Safety Shoes. 


GROSJEAN 





THE LIMA CORD SOLE & HEEL COMPANY 
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Efficiency Rules the WAVES 
[CONTINUED FROM PAGE 31] 


shoes every recruit has a pair of “P. 
E.,” physical education, shoes—leather- 
soled with seven eyelets—given to her 
by the Navy at the time she makes 
her first purchase of regulation shoes. 

The problem of accurately fitting 
these thousands of young women— 
2,000 new recruits come in every two 
weeks—is being expertly and efficient- 
ly met. The girls come in by platoons 
—two platoons or 70 girls at a time— 
on schedule just as though they were 
going to a class. Six such groups are 


fitted in an average day, each in under 
an hour. Step by step we saw how it 
was done under the management of 
Henry Kramer, who is in charge of 
the shoe store. Years of experience 
and training in correct fitting lie be- 
hind his present job. His nine women 
assistants have been chosen for their 
experience and knowledge along these 
lines. Foot sizes increase from one- 
half to one whole size during the four 
weeks of basic training and this fact 
has to be taken into account in fitting 
the recruits. They are told to accept 
a larger size even in their first pur- 
chase if the fitter recommends it. 
[TURN TO PAGE 93, PLEASE] 
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The C. A. Haines | 
Health Shoe 









to retail 
$2.00 te $3. 
2-6 CD, 6%-8 
BCD, 84 - I2 
BCD, all colors 





Flex-A-Proved Cushion 
construction, soft an 
smooth inside, scientif- 


leally designed; all 2104 
leather. White 
Goatskin 


| 
| 
SUPERIOR SHOE CO., Mfrs. | 
508 S. Peoria St. Chicago | 
Our Distributors | 
American Shee Co., S. Freiburger & Bro. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. | 
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@ LEATHER SOLE 
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at Once Delivery Sizes 6-12 D Width | 


ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C. im 
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Assistant Buyer in Service 


CuicaGco, Itt.—Lee Myers, for the 
past three years, assistant buyer in 
Marshall Field’s children’s footwear 
department, was inducted into the 
Army recently. 


me 


WILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 


real source of profits. 


Inquiries invited 


357 Fourth Avenue 


LYNCHBURG. VA. 
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Our factoring service maker it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Brarch Offices 
GRAND RAPIDS. MICH. 
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for Manufacturer 
and Selling Agents 
of Shoes, Leather 
and Allied Products 
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Shoe Deliveries Not So Long Delayed 





Milwaukee Manufacturers Report Cutting Time Down to About Two 
Weeks by Sticking to Quotas and Refusing Mail Orders 


MILWAUKEE, WIs. — Milwaukee shoe 
manufacturers are congratulating them- 
selves on being pretty well caught up 
on deliveries. Whereas a few months 
ago they were up to three months be- 
hind on deliveries, most: of them have 
now cut their tardiness down to two 
weeks or a little over. This is due in 
part, as one manufacturer put it, to the 
fact that, “we have established a quota 
for every customer that is being rigidly 
adhered to.” 

“Shoe manufacturers in this area are 
no longer in a position to accept mail 
orders,” he continued. “In the past it 
was possible for a retailer to fill in 
sizes with mail orders that varied in 
amount from bit orders to almost a 
complete run. Now we just can’t do 
that for them anymore. We used to be 
able to send out shipments the same day 
these orders were received. Retailers 
are learning that they must determine 
their needs as far in advance as pos- 
sible to be assured of satisfactory de- 
livery. It isn’t easy for them.” 

The ration stamp system at first 
caused confusion that many times de- 
layed delivery unnecessarily. However, 
it rarely occurs that orders are received 
without ration checks now, so one big 
handicap has been eliminated. 

The manpower shortage has been 
little relieved; in fact, it has become 
more acute as more and more workers 
are finding more remunerative jobs in 
war plants. One manufacturer said, 
“In normal times we employ 2400 peo- 
ple. Today, although there are 2400 
people working for us. they are 2400 
inexperienced people. You can readily 
see how this impedes our production.” 

As it is, manufacturers are losing 15 
per cent of the “allowable production” 
limits set by the government. Raw 
material shortages, as well as the labor 
situation, help account for this. Sole 
leather and upper leather are the most 
difficult to get, although reclaimed rub- 
ber soles are being used in approxi- 
mately one-third of all styles produced. 


Moccasins, loafers, and winged tips in 
men’s shoes are required to have re- 
claimed rubber soles. Other styles, like 
the severe staple men’s dress shoes, 
may have leather soles, but the rubber 
will be used increasingly as the public 
grows accustomed to wearing a clum- 
sier shoe for dress. 

The number of women employed in 
shoe factories has increased from 40 
per cent in normal times to over 55 per 
cent. Salesmen are still being sent out 
on the road, but for five months out of 
the year instead of ten. 





Charles E. Locke 


HAVERHILL, Mass.—Charles E. Locke, 
65, of Haverhill, died June 27 at St. 
Elizabeth’s Hospital, Boston, after a 
brief illness. 

Mr. Locke was an employe of the 
United Shoe Machinery Corporation 
for thirty-five years and at one time 
was Assistant Manager of the Haver- 
hill Office of that firm. For the past 
nine years he had been actively asso- 
ciated with the Boston Office. Littleway 
Department. Extensive travel in this 
capacity had given him a wide acquain- 
tance among many shoe manufacturers 
throughout the country where his 
knowledge and experience relating tc 
shoe manufacturing problems made his 
advice and services widely sought after 
and appreciated. 

He was a native of Dover, New 
Hampshire and is survived by four 
brothers, Oliver, of Exeter, N. H., Bert, 
of Sanford, Maine, Frank, of Dover, 
N. H., and Edward, of Haverhill, Mass. 





Store Manager in Army 


PROVIDENCE, R. I.—Maurice L. Fried- 
man, manager of the shoe department 
of Gladding’s Inc., was recently in- 
ducted into the U. S. Army. No re 
placement at the department has yet 
been made. 
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MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
New York 





+ agit”, 
Stock No. 1921 


TREDMOR LAST 
For wide, spready feet 
with rotating heels and 
low insteps. Will fit more 
types of weak feet than 
any other shoe made. 


THE MILLER SHOE CO. 
HEALTH SHOEMAKERS 
CINCINNATI, OHIO 











HANDY FORMS 


(carried in stock) 
for efficient store operation 
2 Inventory Pads (100 sheets) 2106 


(10 pads $2.00) $. 50 
Sales Record Slips: Form D 

per pad (100 slips) (100 pads $20.00) 25 
Refund Record Slips: Form E 

per pad (50 slips) 15 


Customer Record Cards: Form F 
100 (Size 5”x3”) (500 @ $6.25; 
1M @ $10.00) age 
Ceiling Price Stickers (1452 per book) 
(2 books @ $3.50) 


MERCHANTS SERVICE DEPT. 
209 S. STATE ST., CHICAGO 


1.50 
2.00 











Recorder Survey Results 


[CONTINUED FROM PAGE 76] 


influenced or affected by? 
a—Shoe Rationing 
Department Stores 


34%—Yes 
66%—No 
Retail Stores 
28% —Yes 
72% —No 


b—Style Regulations: 
Department Stores 
24%—Yes 
76%No 
Retail Stores 
20% Yes 
80%—No 
c—Blackout Regulations 
Department Stores 
9% 
91% —No 
Retail Stores 
21% —Yes 
79%—No 
d—Coast Area Dim-Out 
Department Stores- 


7%—Yes 
93%—No 
Retail Stores 
14%—Yes 
86%—No 


duly 15, 1943 


~~ 


. Have you had any difficulty in producing effective dis- 
plays because of display material scarcity? 
Department Stores 

21%—Yes 
79% No 
Retail Stores 
21%—Yes 
79%—No 
4. Are government restrictions on remodelling and new 


equipment a serious factor? 
Department Stores— 


12%—Yes 
88%—No 
Retail Stores— 
10%—Yes 
90%—No 


RETAIL SHOE ADVERTISING 


1. Have you made any changes in your retail advertising 
practices as a result of? 


a—War 
Department Stores 
44%—Yes 


56%—No 
Retail Stores 
24%—Yes 
76%—No 
b—Rationing 
Department Stores 


52%—Yes 
48%—No 
Retail Stores— 
39%—Yes 
61%—No [TURN TO PAGE 90, PLEASE] 
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STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts « 


Union Maar 
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SHOE DRESSINGS 
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CAVALIER 
BOOT CREME 


The 
Original 
Stain 
Polish 
(In Jars) 


CLEANS 
DYES 
PRESERVES 
OILS 
BRILLIANT SHINE 


Favored by the Armed Forces 








Sold by the Shoe Trade 


CAVALIER COMPANY 


BALTIMORE, MARYLAND 











6 


MOCCASINS 


LE 





MEN'S, BOYS', LADIES’ 


: $1.50 up 


18 Styles 
IN STOCK 


‘ Send for NEW 
Style 26147 Catalog 


ARNOFF SHOE CO., INC 


101 Duane St., N.Y.C 








Honor System to Govern 


Retailers 


WASHINGTON, D. C.—Program of the 
Office of Civilian Requirements of the 
WPB to limit those types of store pro- 
motions that produce excessive buying 
will change advertising appeal for foot- 
wear selling in identical manner affect- 
ing general store promotions, according 
te discussions here recently. 


90 


Recorder Survey Results 
[CONTINUED FROM PAGE 89] 


c—Style Regulation 
Department Stores— 


30%—Yes 
70%—No 
Retail Stores— 
19%—Yes 
81%—No 


2. Have you made any changes in your 
retail advertising with regard to. 
a—Amount of Appropriation 

Department Stores— 


25%—More 
37%—Less 
38%—Unchanged 

Retail Stores— : 
2%—More 
78%—Less 


20%—Unchanged 
b—Choice of Media 
Department Stores— 


23%—Yes 
77%—No 
Retail Stores— 
7%—Yes 
93%—No 


c—Type of Copy 
Department Stores— 


30%—Yes 
70%—No 

Retail Stores— 
25%—Yes 
75%—No 

d—Use of Illustration—Engraving— 

Printing 

Department Stores— 
14% —Yes 
86%—No 

Retail Stores— 
20%—Yes 
80%—No 


All promotion emphasis must be di- 
verted, by this plan, from that type of 
advertising and merchandising proce- 
dure which leads to extra sales. Stress 
must be on buying what is needed, and 
particular emphasis must be given to 
institutional copy, what some advertis- 
ers are beginning to call public infor- 
mation copy, conservation and repair 
services, and appeals that serve as 
strengthening of the war effort. 

But it is not just the requirements 
dealing with advertising and general 
promotion that are being studied with 
particular care by shoe retailers. The 
new plan, if put in operation, would 
suggest certain regulations that operate 
urder the honor system. If voluntary 
compliance works as well as expected, 
an actual directive will not be issued. 

It is well known that many rumors 
and much scare talk actually was 
passed on by salespeople in shoe stores 
in the past year, leading directly to 
panic buying and “runs” on certain 








| WHAT LIVES LONGEST? 


. .. So keep your sense of humor, 
It’s a struggle up war’s hill; 

But remember if you can’t sell all, 
| Hold onto folk’s good will.* 


*Of course every shoeman 
|| knows that the direct road to 
|| the grown folks’ good will is via 
the child. A two-penny souvenir 
given with a smile is often 
worth dollars in future sales, 
Just test yourself and your own 
reaction. Prompt delivery as- 
sured. 





| 

| We cordially invite your inquiry 
re your souvenir needs. We 
|| always have the right souvenir 
|| at the right price for the right 
| child. 


| THE LEDERER INDUSTRIES, INC. 
39 West 19th Street 
New York, N. Y. 


(America's oldest complete direct selling 
children's souvenir service! 














styles and types of shoes. This means 
that shoe retailers must be scrupulous 
in training the sales forces to avoid all 
type of scare arguments. The fact that 
shoes sales forces are usually paid by 
the drawing account or commission 
method, rather than on a straight sal- 
ary basis, will undoubtedly cause hard- 
ship under the new plan which voids 
commissions on multiple sales. 

Since the entire program is to pre 
vent scarcities in soft goods and the 
need for clothes rationing, it is felt by 
some retail executives that some 
changes in store operation will be worth 
while. But the provisions do put a big 
kink in normal types of seasonal and 
style promotion plans. 





E. J. Gutman Celebrates 
80th Birthday 


Cuicaco, Itt.—E. J. Gutman, founder 
of the Gutman & Co. tanning business, 
celebrated his 80th birthday on June 
-29th. Although he had not been at his 
desk for the past two months, due to 
ill health, he received many friends at 
home who came to wish him well. Mr. 
Gutman founded the business more than 
50 years ago on a small lot of ground 
adjacent to the Chicago river on We> 
ster Street. The plant has grown wo 
many times its original size and 8 
today the largest tannery of fine leath 
ers in Chicago. 


Boot and Shoe Recorder 





T 
fu 


fi 


tay 15, | 





venir 
often 
sales, 
* own 
y as 





; means 
upulous 
void all 
act that 
paid by 
mission 
rht sal- 
e hard- 
h voids 


to pre 
ind the 
felt by 

some 
> worth 
it a big 
.al and 


ounder 
isiness, 
n June 
at his 
due to 
nds at 
i. Mr. 
re than 
yround 
1 Web- 
wn to 
and is 


leath- 


sorder 











FULL TYPE 






There ts Only One Way 
le Tree a Shee 


That is the Miller way. The all-wood V tree is an adaptation of the regular 
full type Miller style with the exception of metal parts which are replaced 
with strong parts of wood. Easily adjusted, the V tree will hold the shoe 
firmly, keep the insole from curling or bunching and permit the shoe to dry 
in a normal manner. 

Finished in Walnut Stain — made in all sizes 

and widths corresponding to men's shoe sizes. 


Onde = 


Mee we A met re 





» Laces 


The rugged lace for all year around wear. Sturdy, flexible and especially 
finished so that dampness will not penetrate. Cordo-Hyde Laces once 
tied never come untied. 





Ask to have your shoes equipped with Cordo-Hyde Laces. They add that 
extra selling plus, 


0. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 


Branch of United Shoe Machinery Corporation 
daly 15, 1943 9 
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LINE WANTED LINE WANTED | WANTED TO PURCHASE J ail 
| lil criti 
—F by: 
| SELL YOUR SURPLUS STOCKS tion 
. to 
HOUSE SLIPPER AND PLA-SHOE LINES WANTED |) | iescu.s.actier co. mc. | st 
ae established 1915 type 
for the Ohio Territory. I have complete Sample Room Facilities in We by _ Tt stocks of shoes from s 
the heart of the Wholesale District of Cleveland. Want Men's, | » Tielt ear a enou 
Women’s and Children’s Factory Lines of House Slippers, Pla-Shoes D Street, N Y ance 
d Straight commission basis only. | | 108-110 Duane eet, New York ; 
(rationed and unrationed types), etc. aig Pnene: WOrth $-U877 and $878 ond 889 tion 
Settlement as you desire. Financially able to successfully promote any —_ 
line with merit. | oe 
Acquaintance includes active accounts, including all the large Chains — ory 
and Department Store trade, as well as well rated independent retailers. “y 
Selling at present over two hundred accounts in Ohio. WE WILL BUY For purk 
Write at once to Box No. 809, BOOT AND SHOE RECORDER, Cc A Ss H ." 
t 42nd Street, New York 17, New York . 
inter * a9 * | RETAIL SHOE STORES and 
AND PAY HIGHEST PRICES fact« 
° 4 yf TTA SHOE COMPANY grat 
NE OF THE VERY BEST ACQUAINTED CAMI 
SHOE SALESMEN on the Pacific Coast POSITION WANTED 120 N. KR, OR oe Pa, “I 
is open to represent a line of Slippers or Play ing 
Shoes on a@ commission basis for the State of : 
Californiag sells only the best rated accounts; ERCHANDISE EXECUTIVE, 15 years’ the i 
Chain Store Operators, Department Stores and experience Buying Merchandising and Ad- .oe . cons’ 
the best regular Shoe Stores. Address $797, vertising popular priced Men’s and Women’s ls 
care Boot & Shoe Recorder, 100 East 42nd Furnishings and Shoes—especially shoes. Pres 
Street, New York 17, N. Y. ently connected with small Chain of stores, woul 
seeking position = artment or be no li 
Stores, preferably in St. Louis area. Salary 
expected $5,000 annually and bonus. Available SHOES WANTED er br 
HELP WANTED within 60 days. Family man, 3-A classification. tion 
— a ® care _ ¢ Shoe” Recorder, rt r uses year 
10 st 42nd Street, New York 17, N. Y. C Y $ . 
A TIENTION, RETAIL SHOE SALES onve our ourp b Bears 
MEN: There is a hg ees a in t ns = 
Health Spot Shoe Shops for men with shoe re- | C h d C 
tailing experience who are capable of assuming FOR SALE n 0 as an oupo 000 
responsibility and taking complete charge of stric' 
store operations. Unlimited earnings under lib Wire, phone or write today a 
eral = agen geome. 4 os. bg ye to fit shoes XCLUSIVE HEALTH SPOT SHOE T 
properly and make friends of customers are SHO fully equipped, including X-Ray; mont 
important qualifications. Here’s chance to cap- | established eight years; 100% location; about 1S SHOE co. INC. 
— on wy rt: og oo 7, 00 gustemers on file; = sacrifice for quick | BAR . that 
SPOT SHOE SHOPS, INC., Industriai Ave- sale ealth requires change of climate.  S. ndu: 
nue, Danville, Illinois. MEYER, 764 THIRD AVENUE, NEAR | | 79-81 Reade St., New York, N.Y. Ind 
j 47TH STREET, NEW YORK CITY. not : 
Phone WOrth 2-5180 who 
POSITION WANTED sions 
BUSINESS OPPORTUNITY pate 
5 WELL KNOWN, ENTHUSIASTIC SHOE seaside a ual i 
MANAGER AND BUYER pe ==. coope 
22 years’ successful experience and orthopedic solve: 
and scientific foot authority, desires a change ATTENTION SHOEMEN “ 
to accept more responsibility. Accustomed to tf yeu ore a geod ih Re WE BUY W 
panes men’s, aeanire = Cea popu: business we have 8 wh A on, ves sibilit 
ar-priced an igh-grade shoes. amiliar wit tion for you. Either lease or managerial basis 
Stock Control, personnel training, Rg merne but considersd. Write nes SURPLUS AND COMPLETE STOCKS of A) 
{ conservative operation with steadily increasing J. GRODZIN 
volume of weare ey | -—;. a Ad- ZION DEPARTMENT STORE OF saan aie cheani — 
dress #808, care Boot & oe Recorder, 100 
East 42nd Street, New York 17, N.Y. ZION. ILLINOIS FOR CASH AND Se do 
SHORT LEASES ASSUMED coope 
F, XPERIENCED SHOE MAN, 33 years old, YOUR NAME AND BRAND Shor 
seeks position as buyer or assistant buyer, pnbendeeD whole 
19 years’ experience in retailing; presently 
employed as manager of large chain store. P RCHASE miss | 
With present employer 10 years but wants to WANTED TO U IRVIN RUBIN, INC. Iss 
~. Kane 3 ne oe 4 oe “The House of Jobs” ote ; 
o erchandising in New Yor ity. Ambi- e: 
tious and capable. Address #807, care Boot & 89 READE STREET me 
Shoe Recorder, 100 East 42nd Street, New York Cit pe 
York 17, N. Y. New Yo y 7 ciates 
Phone BARCLAY 17-7887 
R ETAIL SHOE EXECUTIVE, thorough ex- FOR CASH 
perience in merchandising and buying, also ‘ 
20 — on . well acquainted with shoe AND RATION CURRENCY Effx 
manufacturers throughout United States. Can 
furnish = reference as to ability and YOUR SURPLUS SHOES 
integrity. Address # 806, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, WE BUY BETTER GRADES 
pane ANY QUANTITY—WRITE aa hon » th 
R ETAIL SHOE EXECUTIVE, 41; now em- OR WIRE .. 5 con sive os reference SHOE STORES P 
ployed; draft deferred; life-time experience any of the 15 leading St. Louis factories 
buying and managing ee a one" FOR CASH T 
edge of selling, merchandising and personne § 
training; desires permanent connection with M. K. WEIL SHOE Co. BARSH & CEASAR ith 
progressive organization; wiil consider any lo- 1326 Washington Ave., St. Louis Beige: 4 f 
cality. Address #804, care Boot & Shoe Re- ith ? . g “ 
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Stephenson Hails 
Shoe Rationing 


[CONTINUED FROM PAGE 50] 


during the first period. Also several 
million pairs of shoes made from non- 
critical materials were produced and sold 
by retailers prior to June 15. In addi- 
tion, non-rationed volume could have 
offset the reduction of sales on rationed 
types. 

“Shoe rationing was announced early 
enough and in such a way that allow- 
ance could be made quite liberal in rela- 
tion to normal constmption. A more 
drastic reduction could have brought 
about panic on the part of consumers 
and severe economic injury to the trade. 

“It is our intention to accomplish the 
purpose of rationing with a minimum 
of economic disturbance to the Indus- 
try. If this purpose can be achieved 
and the Industry still enjoy a satis- 
factory volume of business, we will be 
gratified rather than disturbed. 

“In examining the results of ration- 
ing and in making comparisons with 
the inflated sales of last year, we should 
consider not only the actual volume of 
business in 1942 but the figure that 
would have been reached in 1943 had 
no limitations been placed on consum- 
er buying. While the reduction of ra- 
tion type sales compared with last 
year will amount to only 100,000,000 
pairs, this could conceivably amount to 
a reduction of 150,000,000 to 200,000,- 


000 pairs as compared with unre- 
stricted sales in 1943. 
“The results of four and one-half 


months of shoe rationing have disclosed 
that many of the early fears of the 
Industry were not justified. We would 
not assume that you and those of us 
who are responsible for policy deci- 
sions, do not have numerous problems. 
These problems, however, are individ- 
ual in nature and with the continued 
cooperation of the Industry, will be 
solved satisfactorily. 

“We are fully aware of our respon- 
sibility to you, as well as to consumers 
of America. The Shoe Rationing Pro- 
gram affects every individual in the 
country, and involves many millions 
of dollars in capital investment. The 
cooperation we have had from you and 
other members of the trade has been 
whole-hearted and complete. We should 
miss no opportunity to express our sin- 
cere gratitude and appreciation. It is 
a pleasure and privilege to extend our 
personal thanks to you and your asso- 
ciates in this splendid Industry.” 


Efficiency Rules the WAVES 


[CONTINUED FROM PAGE 87] 


’ This advice, together with other in- 
Structions, is given the girls before 
they file into the store, by “Storekeep- 
Third Class” whose job is to work 
ith the store to maintain discipline 
facilitate efficient operation. The 














Manager of the store and his assistants 


July 15, 1943 
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are civilians, and “SK3/c” provides 
the official Navy on-the-spot supervi- 
sion. Under her direction the recruits 
line up before entering the store ac- 
cording to their shoe sizes. They are 
seated in these same groups opposite 
the shelves containing the right sizes. 
As they wait for their new shoes to 
be brought, they remove their right 
shoes and are ready to be fitted. 

The store carries sizes all the way 
from 3% to 11 and quin’s to D’s inchu- 
sive. Girls who cannot be fitted in these 
size ranges are given certificates to 
purchase shoes in regular stores. Re- 
cruits at the Training School cannot 
purchase tailored pumps for dress wear. 





They are given a certificate and al- 
lowed to buy these later at another 
camp. The store maintains a repair 
shop especially for making adjustments 
to give better fit. Metatarsal and heel 
pads and other fitting aids are put in 
the shoes. These findings are provided 
free of charge. Everything possible 
is being done to provide the maximum 
of foot health and comfort for these 
young women enlisted in their coun- 
try’s service, 

The RECORDER wishes to acknowledge 
the cooperation of the General Man- 
ager of the Retailers’ Uniform Agency, 
V. T. Chambers, and the manager of 
the shoe store, Henry Kramer. 
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BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 
increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder ana 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 





Mats >.» Ideas 


POR YOUR 


NEWSPAPER ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 


ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
soe the selection to our advertising 
s 


3. Learn Advertising at Home 
Advertising is an interesting study and 
repores you to write more effective 
etters; to acquire a larger vocabu- 
lary; to comprehend the sales and 
merchandising problems of a busi 
and to be definitely in a Position to 


ideas. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 
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Joins Sales Force 


WorcEsTER, MaAss.—Mrs. Katherine 
Brown has joined the sales force at 
Barnard, Sumner & Putnam’s. Mrs. 
Brown, whose husband is in the Army, 
was formerly located with the Walk- 
Over branch in Houston, Texas. 
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